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TYPICAL QUESTIONS 
ANSWERED 


by "Who Writes What?” 


Who writes temporary annuities? 
What companies take older ages? 


Where shall I place that sub-standard or 
aviation case? 

Who writes “pension trusts”? 

What companies take overweights? 


Where can I get coverage for that 
wealthy woman? 


Who will write the combination single 
premium and annuity contract? 


What companies write group annuities? 
—term 65? 


Where can I get a deferred survivorship 
annuity ? 


Who uses graded death benefits on sub- 
standard? 


What companies write mortgage protec- 
tion? 


Where can I place that salary savings or 
hospitalization case? 


Who writes long term contracts? 
—$10 a month disability? 


What companies allow the beneficiary to 
elect more than one settlement option? 


Who takes 10 years advance premiums? 
—retains substantial amounts? 


AND MANY, MANY OTHERS! 


Order yours today! 





“Who Writes What?” 


New 1943 Edition 


Haven't you often been bothered by questions 
such as—‘“‘where can I place that substandard case? 
—what companies write term to 65’—who takes 
10 years advance premiums ?—-what can I do about 
that hospitalization or aviation case?” 


Questions just such as these—and there are 
hundreds of them—are a time-consuming nuisance 
unless you have “Who Writes What?’—that 
unique reference that provides the answers quickly 
and easily. It is helping thousands and should be 
available in every life office. 


Don't Waste Time “Hunting Around” 


Just look into “Who Writes What?” Consult 
its comprehensive topical index and turn to the 
section indicated. There you will find in one place 
all the companies that write the contract you are 
looking for—and the rules in accordance with 
which the risks will be accepted. 


Gives You The Answers—Instantly! 


“Who Writes What?” is prepared on an en- 
tirely different basis from any other reference book. 
Arranged by questions (not by companies) it tells 
you what you want to know about the many bother- 
some points. Its direct answers will save your time 
and nerves—and make money for you? 


<2" “Who Writes What” S04 


(You May Order “on approval’) 
Published by 


The National Underwriter Company 


Statistical Division, 420 East Fourth Street, Cincinnati 
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right ideas in the right sequence and 
in the right words. Etna Life Salesmen 
know how to make their sales presenta- 
tions according to that formula. They 
know from experience that it increases 


the ratio of sales to interviews. 





“ETNA LIFE ORGANIZED SELLING 


ETNA LIFE INSURANCE COMPANY 
and affiliates 
The tna Casualty & Surety Company 
The Automobile Insurance Company 
The Standard Fire Insurance Company 
of Hartford, Connecticut 








THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company. 


Friday, June 18, 1948. $3.60 per year (Canada $4.50), 20 cents per copy. 











Office of publication, 175 W. Jackson Blvd., Chicago, Ill., U. S. A. Forty-seventh 
Entered as second-class matter, June 9, 1900, at the post office at Chicago, Ill., under Act of March 3, 1879. 

















XUM 


WWS% URAK 4CE 
VAVAAAT S| 


FieNATIONAL 
UNDERWRITER 


JUNE 18, 1943 
47th Year. No. 25 





Stay on Job Until 
Specific Need for 
Change-McNutt 


Statement of WMC 
Chief Revealed by Joint 
Manpower Committee 


NEW YORK—A report on_ the 
status of life insurance personnel in the 
field and home offices in the war man- 





BYRON K. ELLIOTT 


power situation, and on the activities of 
the joint committee on this subject of 
the National Association of Life Under- 
writers, American Life Convention, and 
Life Presidents Association, was pre- 
sented at a meeting of the latter associ- 
ation here today. In the report it was 
stated that several meetings of the joint 
committee had been held, and that rep- 
resentatives thereof had conferred in 
Washington with WMC officials. 

The joint committee is planning a fur- 
ther submission to Washington based 
upon statistical data which have been 
assembled from the companies and 
agencies. 

For the present, according to this re- 
port, the status of life insurance under 


the war manpower situation may be 
summarized as follows: 
All activities in this country fall in 


one of three classes: 

1. Those whose occupations entitle 
them to special treatment in the grant- 
ing of deferments from military service. 
These are specified in the List and In- 
dex of Essential Activities as defined by 
WMC. 

Referring to this group in a statement 
on Feb. 13, Manpower Chairman 
McNutt said: 

“We have, as many of you know, 
previously defined the jobs and activi- 
ties making the most direct contribu- 
tion. It defines the jobs in civilian life 
which the nation can least readily spare. 
Thus we have a group of jobs which 


make a direct contribution to the war 
effort.” ; 
In a letter to Colonel Franklin 


D’Olier, president of Prudential, of May 
1, 1943, Chairman McNutt said’ 

. because of the present manpower 
requirements of the armed forces and 
the needs of industries engaged in di- 
rect war production the committee has 

(CONTINUED ON PAGE 10) 


Polish Alliance 
Commerce Issue 
Case to High Court 


Attorneys for Polish National Alli- 
ance will appeal the decision of the U. S. 
circuit court of appeals in the frater- 
nal’s suit against the National Labor 
Relations Board to the U. S. Supreme 
Court. The three judge federal court 
in its decision held that the fraternal is 
an insurance company, that insurance is 
commerce and that the Congress 
through the labor relations act has the 
power to regulate it. C. Midowicz 
and Ewart Harris appeared for the Al- 
liance. 

Thus the question of whether insur- 
ance is commerce will go before the 
Supreme Court in about 60 days, prob- 
ably in advance of the suit of Depart- 
ment of Justice against the Southeastern 
Underwriters Association. The frater- 
nal based one of its chief defenses on 
the decisions of the U. S. Supreme 
Court beginning with Paul vs. Virginia 
holding that insurance is not commerce 
and therefore not regulable by the fed- 
eral government. 


SIGNIFICANCE OF DECISION 

Decision of the seventh U. S. circuit 
court of appeals in the Polish Alliance 
case that insurance is commerce brings 
up the possibility that insurance might 
be considered interstate commerce with- 
in the meaning of the National Labor 
Relations Act and yet not being inter- 
state commerce under the Sherman 
anti-trust act. Those who have followed 
Supreme Court decisions on interstate 
commerce questions have noted that in 
ruling whether a certain activity is or is 
not interstate commerce the court al- 
most invariably qualifies this by the 
words “within the meaning of the act.” 

The possibility that a given activity 
may be considered as interstate com- 
merce under one law and not under an- 
other was even more specifically indi- 
cated in the Supreme Court’s recent de- 
cision in McLeod vs. Threlkeld et al, 
in which the court stated that ‘there is 
no single concept of interstate com- 
merce which can be applied to every 
federal statute regulating commerce.” 

Acting on this principle the Supreme 
Court could with entire consistency 
hold that insurance is commerce within 
the meaning of the National Labor Re- 
lations Act but that it is not commerce 
within the meaning of the Sherman 
anti-trust act. 

However, if the high court were to 
hold that insurance is interstate com- 
merce within the meaning of the labor 
act or any other federal law governing 
commerce it might open the way for 
federal regulation even though the court 
held that Congress did not intend, in 
the anti-trust laws or various other laws 
to regulate insurance under the com- 
merce power. 

Furthermore, although the Supreme 
Court has taken the attitude that com- 
merce may be one thing under one law 
and something else under another the 
court has shown a tendency to cite de- 
cisions as to what constitutes interstate 
commerce even in situations that are 
not entirely analogous. The circuit 
court of appeals for example in the Pol- 
ish National Alliance case, cites the 
Supreme Court’s decision in the Associ- 
ated Press case and though that case 
dealt with labor relations there may well 
be doubt as to the similarity between 
the Associated Press’s activity and that 
of Polish National Alliance. 

Incidentally it should be noted that 
the Associated Press case referred to in 
the Polish National Alliance decision is 
one which was decided some years ago 
and is not the prosecution for alleged 
anti-trust activities which has not yet 
reached the Supreme Court. 


Dual Pay Scheme 
Is Outlawed by 
Utah High Court 


Sustaining the position of Commis- 
sioner Carlson, the Utah supreme court 
held that the so-called dual pay policy 
is a wagering contract and outlawed. 
The district court had held for the in- 
surer, Commercial Travelers. 

The proposed contract was a 20 pay 
endowment at 85 policy with a so-called 
mortality endowment feature. Each 
application for such a policy is stamped 
with the day, hour and minute it is re- 
ceived at the home office and the pol- 
icy is automatically classified in the age 
group of the applicant. Various divi- 
sions are established for each age 
group and there are 26 numbers in each 
division. For instance the company as- 
signs the first application to the first 
number or the “A” position in the first 
division of the age group and there- 
after subsequent applications are as- 
signed to the divisions containing the 
fewest number of policies until all di- 
visions are filled. 

The policy matures as an endowment 
when it becomes the oldest policy in 
force in its division and the company 
experiences a mortality loss in the same 
division. 

The supreme court took cognizance 
of the fact that in recent years there 
have been enacted in Oklahoma and 
Alabama statutes prohibiting the writ- 
ing of any such policies except to fill 
existing groups. 

Although conceding that the insured 
in a senior position in a division has no 
insurable interest in the life of anyone 
occupying a junior postion, the insurer 
argued that the matter of insurable in- 
terest is immaterial, that the death of 
one of the members of the group is 
merely a contingency along with the 
attaining of 85 years of age or of hav- 
ing completed the payment of 20 pre- 
miums. 

The court decided, however, that the 
senior member is the beneficiary of in- 
surance on the life of another in which 
he has no insurable interest. To say 
that No. 1 “insures” the life of no one 
merely serves to accentuate the gam- 
bling nature of the scheme and empha- 
sizes that it does not constitute legiti- 
mate insurance. Also the issuance of 
such a contract involves at the outset 
a kind of lottery, since the place to 
which the insured is assigned is: gov- 
erned by the fortuitous circumstance 
that in one of the divisions there is or 
is not a senior position unfilled. 

Commercial Travelers cites a num- 
ber of decisions sanctioning the tontine 
or semitontine contract, but the court 
found these differences: On the issu- 
ance of a tontine policy no lottery fea- 
ture is involved; if any advantage ac- 
crues to the survivor because of the 
nonsurvival of another or others, leav- 
ing thereby fewer to share therein, such 
advantage accrues equally to all sur- 
vivors and the death of no policyholder 
is necessary in order that a survivor 
of the period shall share in the accu- 
mulated fund. 

Attorneys for Commercial Travelers 
were F. Henri Henriod and Jesse R. S. 
Budge. The attorney general’s depart- 
ment represented Mr. Carlson. 





Life Presidents 
Dates Are Dec. 2-3 


The Life Presidents Association has 
set Thursday and Friday, Dec. 2-3 as 
the dates for its annual meeting. Ac- 
cordingly the insurance commissioners 
are likely to fix the time for their mid- 
winter meeting in New York as Dec. 
5-8. 


Strong Sales Trend 
Continues, Increase 
in May Is 25.1% 


Ordinary Up 26.4%,— 
Total for First Five 
Months Down 2.7%, 


New life insurance for May was 25.1% 
more than for May of last year, accord- 
ing to the Life Presidents Association 
For the first five months of this year, 
the total was 2.7% less than for the cor- 
responding period of 1942. 

For May, the new business was $743,- 
026,000 against $593,839,000 during May 
of last year. New ordinary was $460,- 
994,000 against $364,688,000, increase of 
26.4%. Industrial was $127,626,000 
against $141,378,000, decrease 9.7% 
Group was $154,406,000 against $87,773,- 
000, increase 75.9%. 

For the first five months the new busi- 
ness was $3,412,955,000 against $3,507,- 
612,000. New ordinary was $2,206,860,- 
000 against $2,430,436,000, decrease 9.2%. 
Industrial was $611,807,000 against $667,- 
447,000, decrease 8.3%. Group was $594,- 
288,000 against $409,729,000, increase 
45%. 


Can Use U.S. Bonds 
To Meet Texas 
Reserve Law 


Companies doing business in Texas 
will be able to use government bonds 
to satisfy the requirements of the Rob- 
ertson law under a statute which has 
become law over the governor’s veto. 
It provides that investments made in 
government bonds since Pearl Harbor 
and for the duration may be regarded as 
meeting the Robertson law _ require- 
ments in the proportion that the com- 
pany’s reserves on Texas business bear 
to its entire business. 

For example, if the Texas reserves 
were 20% of its entire reserves, then 
20% of its government bond _ invest- 
ments since Pearl Harbor would be re- 
garded as meeting the Robertson law’s 
provisions. The Robertson law requires 
that 75% of Texas reserves be in Texas 
investments. Some companies are al- 
ready well above the law’s minimum re- 
quirements but the new statute will be 
quite a help to others. It also provides 
that Texas bank accounts may be re- 
garded as Texas investments under the 
Robertson law. The average balance 
for the year will be used as a measure 
of the account’s size. 





California Bills Signed 

SAN FRANCISCO—Governor War- 
ren of California has signed a number 
of insurance bills passed by the legis- 
lature, including the measure for carry- 
ing out the provisions of the constitu- 
tional amendment revising the method 
of gross premium tax payments so that 
the present real estate tax offset will 
be gradually eliminated. 

Other measures signed by the gover- 
nor are the Guertin measure and a. bill 
clarifying the code governing the opera- 
tions of benefit associations. 

A bill exempting certain types of 
fraternal organizations from the provi- 
sions of the life and disability laws, was 
also approved by the governor. 
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Detailed Analysis 
ls Made of 
War Death Claims 


Mutual Life Record 
Traced—Total Paid Since 
Pearl Harbor $654,218 


NEW YORK—Though the current 
war mortality of life companies ranges as 
high as 11% the figure appears to be 
around 2 to 3% for large companies and 
is probably in the neighborhood of 4% 
to 5% for companies which are younger 
or which for some other reason have an 
unusually large proportion of their busi- 
ness written recently. These figures 
will, of course, be increased somewhat 
as policyholders who are listed as miss- 
ing in action are proved to be alive in 
prison camps or elsewhere or else pre- 
sumed dead. 

Mutual Life has made up a tabulation 
of war death claims which seems to be 
more or less in line with the experience 
of other large companies. However, the 
fact that Mutual Life has long been one 
of the largest companies and hence has 
a substantial percentage of its business 
in force on persons not of military age 
would tend to make its percentage some- 
what lower than that of other compar- 
able companies. The company paid 
$328,332 in the first four months of this 
year or just a shade more than 2% of 
its total claims by amount for the same 
period. During the first four months of 
1942 it paid $67,303 in such claims or less 
than % of 1% of its total claims for the 
period. The 1943 war claims were on 
120 lives representing about 3.75% of 
deaths, by number, for the period while 
in the similar period of 1942 there were 
43 war claims or about 1.34% of the 
total. 


Analysis of Claims 


These claims for the first four months 
of 1943 were divided as follows: Killed 
in action, $79,846 on 35 lives which was 
Y% of 1% by amount and a little more 
than 1% by lives. The next classifica- 
tion is deaths in line of duty but not 
killed in action. These would include 
aviation training accidents and fatalities 
resulting from maneuvers, and the like. 


They were $91,403 on 42 lives, or .59% 
by amount and 1.27% by lives. Deaths 


not in line of duty accounted for almost 
as much by amounts as the total of 
killed in action and other deaths in line 
of duty, being $157,083 on 43 lives. This 
is equivalent to about 1% by amount 
and 1.3% by lives. 

Incidentally, deaths not in line of duty 
accounted for a much smaller percentage 
of claims during the first four months 
of 1942, being only $17,022 on nine lives 
as against $23,003 on 16 men killed in 
action and $27,278 on 18 other deaths 
in line of duty. 

Mutual Life’s tabulation shows that its 
total war claims paid since Pearl Harbor 
and through April 30 of this year were 
$654,218 on 274 lives. 

It is interesting to note that those 
policyholders listed as missing in action 
as of April 30 would call for the pay- 
ment of claims amounting to $310,932 
on 118 lives. This is about 47% of the 
amount that has actually been ordered 
paid on cases since Dec. 7, 1941, and 
43% by lives. 

The total of paid cases on members 
of the armed forces since Pearl Harbor, 
including deaths not in line of duty, 
equal a shade over 1% by amount and 
a little more than 2% on lives. 

If the missing in action were to be 
regarded as death claims the percentages 
would be about 14% by amount and 


Sir William Beveridge 
Expounds His Program 


Sir William Beveridge, author of the 
tamous Beveridge social security pro- 
— for England, spoke before the 

Chicago Association of Commerce last 
week. He made a profound impression 
because of his sincerity, his knowledge 
of the subject and his fine sense of hu- 
mor. Sir William advocates a three-way 
security program. First, he wants the 
assurance of permanent peace. Second, 
assurance of a job as long as an indi- 
vidual can work. Thirdly, the assurance 
of a subsistence income if one cannot 
work. He took the position that these 
three features of the platform are 
equally important for the elimination ot 
want. He said that every nation in the 
world should work for that objective by 
using methods suited to the individual 
needs of the country. Sir William said 
that it is natural for a person to want 
security in time of disability and old age. 


Justice Must Be Backed by Force 


He said that he knew of no nation 
which can police the whole world. There 
must be an agreement among govern- 
ments. Force employed between gov- 
ernments means war but he said that 
justice must have back of it force. 

Speaking of his third part of the plat- 
form which involves social insurance, it 
covers sickness, accident, unemploy- 
ment and old age. Children, he said, 
should be allowed an income whether 
the father can earn anything or not. In 
case of disability a person should be able 
to get treatment so that he can get well 
as soon as possible. 

In speaking of children’s allowances 
he said they should be assured against 
want and be paid whether the father is 
working or not. Then there should be a 
health benefit to assure the worker that 
he will get whatever treatment he needs 
to get him well if he is ill without his 
having to pay in such an emergency. He 
believes in flat benefits for everyone re- 
gardless of their income. He would 
have it apply therefore to every person. 
He said that the English comprise a 
homogeneous nation and therefore they 
are in a position to act freely. Any in- 
come or any social insurance benefit, he 
said, should be just sufficient to keep 
people from want. Most people, he 
added, will want and demand more and 
therefore they should purchase accord- 
ing to their ability. He said that people 








3% by lives of all claims paid by the 
bens during the same period. 

Metropolitan Life’s statistical bulletin 
shows that for the first four months of 
1943 war deaths due to enemy action 
accounted for about 1.3% of deaths from 
all causes as against about half that per- 
centage for the corresponding period of 
last year. The tabulation does not show 
any other causes for deaths among mem- 
bers of the armed forces but the fact 
that the total of accidental deaths 
among policyholders covered in the 
analysis is almost exactly the same for 
the first third of this year as against the 
same period last year in spite of a de- 
cided improvement in motor vehicle 
accidents probably reflects accidental 
deaths in the services both in line of 
duty and otherwise. Accidents in the 
home have remained about level as have 
occupational accidents. 

Experience of companies on war 
deaths would be affected not only by the 
proportion of new business to business 
on the books for some time but by their 
liberality in accepting members of the 
armed forces and civilians liable to early 
military service back when it was pos- 
sible to write risks without war clauses. 
Also agents of some companies were 
considerably more active than those of 
others in wholesale solicitation of men 
about to enter the service when many 
sales were made so as to take advantage 
of the soldiers and sailors civil relief 
act. 


should be encouraged to increase their 
insurance in order to get greater bene- 
fits if they can afford it. 

He said that no employment benefit 
should be allowed if a person is offered 
a job by the employment exchange. If 
a job is available a person must take it. 
The Beveridge plan, he said, is one for 
the abolishment of want. Every person, 
he said, will pay sooner or later toward 
the formation of a fund. The employer, 
the employe and the state will cooper- 
ate in developing the fund. It should be, 
he said, on a contributory basis. 

Sir William denied that his plan de- 
stroyed initiative. If a person is not 
satisfied with the bare subsistence al- 
lowed through the social insurance plan 
and if he has a gross income which will 
enable him to purchase more protection 
he should so act. He predicted that his 
plan or something like it will be adopted 
after the war. He contended that his 
plan fits the British way of thought be- 
cause people see that it is necessary to 
abolish poverty. 

He called attention to the different 
changes in the employment situation. 
Every nation, he said, should have some 
scheme to fit its economy and condition. 
Each should act for itself. 


Maintenance of Employment 


Speaking of the second provision in 
his platform, it being the maintenance 
of employment, he said employment 
should be stabilized in a reasonable way. 
Depressions sbould be leveled down and 
conditions met which create mass unem- 
ployment. He acknowledged that em- 
ployment will be difficult when the men 
return from the service. He came to 
this country, he said, knowing that the 
United States faces this problem. He is 
talking with leaders here to get their 
reaction. He wants to know how they 
view state planning. He predicted that 
trade cycles ups and downs would in- 
crease in severity and he proposed that 
every nation have a program similar to 
the Beveridge scheme to deal with un- 
employment upheavals, which he said 
are natural to every free economy. 


Mass Unemployment 


Sir William said that the greatest 
single anxiety of every man is concerned 
with the recurrence of mass unemploy- 
ment after the war. The cause of job- 
lessness is the fluctuation of the indus- 
trial economy. To eliminate want, he 
declared, a man must be able to face 
an economic world that is more stable 
than ours has been. He must be able 
to plan and to insure himself against 
chances that occur. To accomplish this 
stabilization when some of the cyclical 
changes that occur. To accomplish this 
by individual efforts of private enter- 
prise, the government itself and a com- 
bination of efforts between nations. 


Would Take Over Some Industries 


He suggested that private enterprise 
be used to keep people employed and 
that certain industries suck as railroads, 
public utilities, etc., be taken over by 
the state and used to take up the un- 
employment slack when private industry 
suffers a slowdown. Inasmuch as the 
changes in agricultural prices are a fac- 
tor in the business cycle, he said some 

(CONTINUED ON LAST PAGE) 








C. A. Craig Honored on 
His 75th Anniversary 


NASHVILLE—C. A. Craig, 
chairman National Life & Acci- 
dent, celebrated his 75th birthday 
Tuesday. He was presented a 
book containing letters from 
some 300 friends throughout the 
country. Many visitors called on 
him Tuesday to offer congratula- 
tions. 








10% Fewer Bonds 
Meet Amortization 
Test on New Basis 


Rise in Market May 
Cut This Percentage 
Materially, However 


NEW YORK—The new and more 
stringent income test for amortizability 
of corporate and revenue bonds which 
the National Association of Insurance 
Commissioners adopted last week 
would rule out about 10 percent of the 
issues that would have qualified on last 
standard. This is on the basis 
of a survey made based on April 15 
market values. To the extent that the 
market has iniproved since then the 
percentage that would not be able to 
make the grade under this test would 
of course be reduced. It is quite pos- 
sible that by the time Dec. 1, 1943 ar- 
rives the general level of bond prices 
will have risen so that all issues that 
were able to qualify last year will be 
able to do so even on the stricter basis. 

While the income test is an impor- 
tant one, a bond unable to qualify be- 
cause of the new restrictions might be 
able to do so through one of the other 
tests. In this connection the require- 
ment for qualifying by means of being 
rated at one of the four highest grades 
by any of the recognized rating agen- 
cies was raised by the commissioners 
so that such ratings must be obtained 
by two of the rating agencies. How- 
ever this will not have much effect, it 
is believed, because only a few of the 
border-line issues would be rated in the 
top four grades by only one rating 
agency. 


Ceiling on Yield 


The income requirement is based on 
the theory that if a bond sells on a 
basis to yield more than a certain 
amount of income there is probably 
something the matter with it. The in- 
come ceiling applies to all corporate 
bonds and all special revenue bonds of 
any state or any political subdivision of 
a state or any agency or instrumental- 
itv of the foregoing. The 1942 basis 
provided that yields to maturities 
based on Dec. 1, 1942 association val- 
ues should not exceed 3.90% plus the 
vield on fully taxable U. S. govern- 
ments of comparable maturities. Thus, 
if a government bond were selling on a 

25% basis a corporate or special reve- 
nue bond of similar maturity would 
have been eligible on last year’s basis 
if it did not yield more than 6.15%. 

On the 3.50%-plus-government basis 
adopted by the commissioners for this 
vear the yield in the above example 
could not exceed 5.75% as of Dec. 1, 
1943. Furthermore, the bonds would 
have to meet the earnings test for last 
year as well as this year in order to 
qualify except for such bonds as were 
not outstanding on Dec. 1, 1942. Such 
bonds need meet only the Dec. 1, 1943 
test. 


Not a Large Jump 


The check based on the April 15 
market values showed that 52% of 
bond issues would be able to qualify 
on the 3.90 basis while 47% would 
qualify for amortization on the 3.50% 
basis. While the change from 3.90% 
to 3.50% may seem like quite a jump 
it was necessary to go about that far 
in order to produce enough of a change 
to be perceptible. A change from 
3.90% to 3.70%, for example, would 

(CONTINUED ON PAGE 13) 
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Southern “Ad” Men 
Hold Worthwhile 
Parley at Nashville 


Round Table Discussion 
Gets to Heart of 
War Time Selling 


NEW OFFICERS ELECTED 


Chairman—James R. Adams, assist- 
and secretary Liberty National. 

Vice-chairman—Forrest R. Braner, 
advertising manager Home Beneficial. 

See David J. Martino, agency 
secretary Pan-American. 

Chairman committee to select next 
year’s meeting place—Emmet Russell, 
Jr., Life & Casualty. 

Chairman resolutions committee—W. 
D. Tharin, advertising manager Gate 
City Life. 





By HOWARD J. BRRRIDGE 

NASHVILLE—A series of panel dis- 
cussions on wartime selling, training, 
motivating and recruiting problems fea- 
tured the annual meeting of the South- 
ern Round Table of the Life Advertisers 
Association held here this week. 

Powell Stamper, National Life & Acci- 
dent, presided as chairman with charac- 





POWELL STAMPER 


teristic vigor, animation and poise. He 
unfolded to the 
Southern Round Table history a pro- 
gram especially keyed to the present day 
situation. There were no long winded 
speeches or tiresome committee reports. 
Instead, the panel discussions posed the 
problems and developed the answers in 
a stimulating and interesting manner. 

A Scott Anderson, Equitable of Iowa 
and L.A.A. president, reported on the 
affairs of the association as he has done 
at previous round table gatherings. Rus- 
sell B. Reynolds, American Mutual, told 
of the success of the exhibits by mail 
plan. Z. Starr Armstrong, Republic Na- 
tional, conducted the first panel which 
was devoted to motivating agents in war 
time with sales promotion plans and ma- 
terial. W. D. Tharin, Gate City Life, 
and Jack McSpadden, Liberty National, 
were the other panel participants. 

Mr. Armstrong explained his com- 
pany’s war time contest plan under 
which each agent began as a “private” 
and was “promoted” to higher rank 
based on production. For example, an 
agent became a four star general with a 

(CONTINUED ON PAGE 11) 


largest’ audience in 


Connie New Head 
of Texas Group 


Elected at Agents One- 
Day Gathering Held in 
Fort Worth - 


John P. Costello of Southwestern Life 
at Dallas, was elected president of the 
Texas Association of Life Underwriters 
at the annual meeting held in Fort 
Worth. Other new officers are: Vice- 
presidents, Herman H. Heath, Fort 














JOHN P. COSTELLO 


Worth, Farmers & Bankers Life; Roy 
Cloninger, Amarillo, Jefferson Standard; 
Bob Lyle, Austin, Western Reserve; 
Leo A. Moll, Beaumont, California- 
Western States, Fred Story, Wichita 
Falls, United Fidelity, and John Mon- 
roe, Dallas, Texas national committee- 
man. 

Preceding the one-day council, officers 


Protests Selling 
on Basis of Past 
Dividend Returns 


Commissioner Sims of West Vir- 
ginia has written William Montgomery, 
president of Acacia Mutual Life, en- 
dorsing one of the suggestions Mr. 
Montgomery made in his letter to the 
insurance commissioners recommending 
a study of the whole system of life in- 
surance. 

Mr. Sims believes life insurance 
should not be solicited by furnishing 
prospective applicant with descriptive 
and statistical matter indicating past per- 
formances of the company on dividends 
to policyholders, 

“Everybody in the world now knows 
that no life insurance company can earn 
and pay high dividends to policyholders 
until the rates of interest currently pre- 
valent change,’ Mr.Sims wrote. “Any 
company which permits an agent to so- 
licit business on this basis is clearly 
offering an inducement to insure which 
is not based upon fundamental facts, 
he said, and “we would certainly sup- 
port any effort to stop this practice in 
West Virginia.” 

Mr. Sims said in the letter that his 
department has been considering the 
issuance of an order on this point for 
several months, but had delayed its ac- 
tual preparation because Mr. Sims 
wanted to discuss it with some of the 
company executives at the commission- 
ers’ meeting. However, Mr. Sims was 
unable to attend the Boston gathering. 
However, he said he hoped proper ac- 
tion will be taken which will deter com- 
panies and agents in offering past divi- 
dend performance as a basis of sales. 


and others attending were guests of the 
Fort Worth association, of which Felix 
Hargis, agency manager Jefferson Stand- 
ard Life, is president, at a fellowship 
(CONTINUED ON PAGE 13) 





Writes an annuitant, 
chased many times that amount, 
little did I think that in time I 
through bank failures, market 
past 74 years of age this annui 
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years. 


idea of investment. 
| to be creating an estate rather 


start an 


through the years. 


rowing 


& +t 


WILLIAM H. KINGSLEY 
Chairman of the Board 


Old Fashioned 


| 
“When I purchased this annuity I | 


was a young man of considerable wealth and could have pur- 


and the only investment I made that I did not lose was the 


annuity I bought from your good company. 


you. for your promptness in se 


, 
This had to do with what might be called an old-fashioned | 
| 


Today a young man would be more likely 


the medium of life insurance rather than annuities. 


“endowment income at 65,” 


He could always have the backlog of bor- | 
‘apacity to see him through in times of stress. | 


The annuity began paying the annuitant at too early an age. 
Deferred, it would have paid a larger amount. 


THE PENN MUTUAL LIFE INSURANCE CO. | 


INDEPENDENCE SQUARE, PHILADELPHIA 
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and should have done so. But 
would lose all my investments | 


crashes, and bad investments, 


Now that I am 
Thank 


nding me my check all these 


ty is a godsend to me. 


than inheriting it, and using 
He might 
and build that estate 
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JOHN A. STEVENSON 
President 














Rules on Relation 
of Insurance fo 
Wage Stabilization 


Term Element in Retire- 
ment Income Under 
Annuity Plan Is Salary 


WASHINGTON—The portion of the 
premium paid by the employer for re- 
tirement income insurance in connection 
with an annuity plan or trust that is 
traceable to the term insurance element 
of the contract constitutes salary to the 
employe, according to a memorandum 
from Internal Revenue Commissioner 
Helvering dated June 11. Such portion 
of the premium thus must be taken into 
account under the socalled 5% rule, 
which permits an employer to pay life 
insurance premiums for an employe up 
to an amount equal to 5% of salary 
without violating the wage stabilization 
order. Helvering’s memorandum was 
addressed to regional officers, salary 
stabilization unit, and other officers of 
the internal revenue bureau. 

If the premium chargeable to life in- 
surance in an annuity plan or trust ex- 
ceeds 5% of an employe’s salary, then it 
constitutes a salary increase and ap- 
proval of the Treasury must be obtained. 
Also if such premium plus any other life 
insurance premium of an employe which 
an employer desires to pay exceeds 5% 
of salary Treasury approval is neces- 
nae. 

“Contributions by an employer to an 
annuity plan or trust which meets the 
requirements of Section 16: o(a) (setting 
forth pension trust tests) of the internal 
revenue code, where such plan or trust 
provides for the purchase of retirement 
income insurance, with death benefits for 
each insurable participant, constitute, to 
the extent any part is applied toward the 
payment of premiums on life insurance 
covering the lives of employes, salary 
so tar as such part exceeds 5% of the 
employes’ annual salary determined with- 
out the inclusion of insurance and pen- 
sion benefits. The determination of the 
part considered to be applied toward the 
payment of premiums on life insurance 
covering the lives of employes may be 
illustrated by the following example: 


Illustration Is Given 


“A policy is purchased by an em- 
ployer, for an employe 35 years of age, 
providing an annuity of $100 per month 
upon retirement at age 65, with a mini- 
mum death benefit of $10,000. The level 
annual premium for the policy is $436.40. 
The insurance payable if death occurred 
in the first year would be $10,000. The 
cash value at end of the first year 
is 0. The net insurance is therefore 
$10,000—0, or $10,000. Assuming that 
the one-year term premium for the same 
insurance company is $12.15 per $1,000, 
the premium for $10,000 of life insurance 
is therefore $121.50, and this is the 
amount considered to be salary to the 
employe to the extent that such sum ex- 
ceeds 5% of the employe’s annual salary, 
determined without the inclusion of in- 
surance and pension benefits. The bal- 
ance of $314.90 is the amount con- 
tributed for the annuity, which is not 
considered to be salary to the employe 
under a plan meeting the requirements 
of section 165(a). Assuming that the 
cash value at the end of the second year 
is $480, the net life insurance would then 
be $9,520 for the second year. With a 
one-year term rate of $12.33 (age 36), 
the amount to be considered as salary 
to the employe would be $117.38, to the 
extent set forth above. 

“Should the employer in the above 

(CONTINUED ON PAGE 10) 














Shepherd Named as 
President of lowa 
Association 


Governor Hickenlooper, 
Jaqua, Speicher and 
Priebe Are Speakers 


DES MOINES—C. V. Shepherd, 
Cedar Rapids general agent of National 
Life of Vermont, was elected president 
of the Iowa Association of Life Under- 
writers at the annual meeting to suc- 
ceed W. K. Niemann, Bankers Life, 
Des Moines. Merle E. Van Epps, Dav- 
first vice-president, withdrew 
because of Mr 
Shepherd, was 
advanced. 

C. J. Stratton, Metropolitan, Du- 
buque, moves up from secretary-treas- 
urer to first vice-president; W. E. 
Steely, Mutual Life, Waterloo, was 
named second vice-president; Fred Van 
Rheenan, Prudential, Sioux City, secre- 
tary-treasurer, and Wallace Darling, 
Bankers Life of Iowa, Cedar Rapids, 
national committeeman. 


enport, 
business and 


vice-president, 


reasons 


second 


Good Membership Increase 


A resolution to hold all future state 
meetings in Des Moines for duration to 
aid in transportation difficulties was 
adopted. Membership is 744, the high- 
est since 1935. Council Bluffs had the 
largest increase, Mason City, second, 
and Waterloo, third. Ten of the 15 lo- 
cal associations increased membership 
and a new association was formed at 
Marhalltown. 

President Niemann stressed the edu- 
cational program and urged the mem- 
bers to impress upon agents the impor- 
tance of consumer education. T. B. 
Read, Mutual Life, president Des Moines 
General Agents & Managers Club, re- 
ported on legislative work. The legisla- 
ture passed bills increasing the non- 
medical life limit to $5,000 and approv- 
ing purchase of life insurance by fiduci- 
ary agents for wards. 

Quarter Million Club Session 


The Iowa Quarter-Million Dollar 
Club with more than 30 members pres- 
ent met with A. F. Priebe, Rockford, 
Ill., Henry Meese, Davenport, and Paul 


Speicher, R. & R., Indianapolis, as 
speakers. 
The General Agents & Managers 


Club was host at a cocktail party pre- 
ceding the banquet at which Mr. 
Speicher spoke on “The Life Insurance 
Man; a Good Citizen.” “The only reason 
life insurance is what it is today,” he 
said, “is because it does the job it is in- 
tended to do. That job is to continue 
the earning power of the insured.” 

Governor Hickenlooper of Iowa 
opened the sales congress with a wel- 
come. D. D. Offringa, Waverly, Ia., 
spoke on “What It Means to Me to Be 
an American Citizen.” 

Boyd Fisher, associate field director 
of the Treasury’s war savings staff, 
Washington, told of the role life agents 
played in spear-heading the drive for 
payroll war bond savings. 


Hedges Is Optimistic 


Herbert A. Hedges, Kansas City gen- 
eral agent Equitable Life of Iowa and 
vice-president National Association ot 
Life Underwriters, said: “It’s our job 
to play a big part in the prevention of 
war jitters. 

“As members of a group that sees 
and meets more Americans than any 
other organization,” he emphasized, “it 
is our job to spike all rumors of any 
kind, and in their place, to disseminate 
sound and considered optimism about 
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GLIMPSES OF THOSE ATTENDING INSURANCE COMMISSIONERS MEETING AT BOSTON, PICTURES BY H. H. FULLER, 


deputy U. S. Manager of Zurich: 


Chris Gough, deputy commissioner of New Jersey; A. F. Jordan, District of Columbia commissioner; J. M. McCormack, Ten- 


nessee. new chairman of executive committee; Mrs. 


H. Graves, wife of Arkansas commissioner, who opened the convention ses- 


sions with a song; Luis Ruiz Rueda, assistant director Department of Finance of Mexico, and Ray Smith, Chicago, vice-president 


A. M. Best Company. 


the future of our country and our way 
of life. Some people are jittery about 
the great depression which they say is 
bound to descend the moment war ends. 
I don’t agree with them. I don’t think 
any body needs a crystal ball to predict 
what the situation will be in this coun- 
try following the war. 

“We have stopped making for civilian 
use, automobiles, refrigerators, radios, 
telephones, typewriters, kitchen equip- 
ment and a thousand other necessities. 
And. the American people, accustomed 
to these things, will never be satisfied 
until they get them all back—and some- 
thing more.” 


Jaqua Addresses Congress 


Following luncheon, A. R. Jaqua, as- 
sociate editor Diamond Life Bulletins, 
spoke on “Where Are the Customers.” 
He claimed the biggest single evolution 
in the life insurance industry is the de- 
velopment of payroll deductions and 
weekly premium plans. He said 45% of 
all ordinary insurance sold this year will 
be from weekly premium producers. 

Mr. Jaqua stressed the importance in 
selling, of finding particular situations, 

especially the one element of when the 
prospect will have money to buy the in- 
surance. 

“We must cover the mass market or 
someone else will,” he warned. “We've 
got to do it. It took us too long to re- 
duce the age limits, too long to raise 
non-medical, too long for getting weekly 
payroll insurance. 

Mr. Jaqua declared more insurance 
will be sold in the next 10 years than 
ever before, and that service people and 
their families will be more insurance 
conscious than ever before. 


Priebe Gives His Formula 


A. F. Priebe, Penn Mutual agent, 
Rockford, Ill., said an agent need be 
only 4% better than average to be a 
champion, just as a world’s champion 
runner is only 4% more efficient than 
the average runner. 

“The outstanding man in any profes- 
sion or job isn’t twice as good as the 
average,’ Priebe said. “He doesn’t 
even have to be half again as good. Just 
a little extra knowledge—just a small 
amount of extra effort applying that 
knowledge—only 4% more to be a cham- 
pion. 

“Success is a sure thing—if you are 
willing to buy it in the legitimate mar- 
ket. And its price is always brains, 
plus technical preparation, plus many 
years of hard work.” 


University President Talks 


President Henry G. Harmon of 
Drake University closed the sales con- 
gress with an address on “You Have 
What We Want.” 

“Insurance is the answer to man’s 
age-old quest for security,” he said. 
“We are no longer insecure due to fear 
of our environment as primitive man 
was, but we are still insecure econom- 
ically. 

“As long as any nation is insecure, 
we will be insecure. In the postwar 
world, we must concern ourselves with 
the security of the individual, because 











the individual traces the history of man- nual meeting include Vice-president J. 
kind.” L. Madden of Metropolitan Life, treas- 
Niles of Balti- 





He concluded insurance provides tourer; Secretary H. E. 
the individual the economic security that more Life, vice-president in charge of 
he has never known before. the A. M. A. office management divi- 
S sion; W. F. Lund, insurance manager 
United States Rubber Co., vice-presi- 


Insurance Men Elected by AMA 


Insurance men elected by the Ameri- 
can Management Association at its an- 


dent in charge of the insurance division. 
and Reginald Fleming, Marsh & Mc- 
Lennan, director. 








When Day is Done 


When day is done, and the agent's steps turn home- 
ward, there's a feeling of satisfaction in his heart un- 


matched by men engaged in few other occupations in 
the business world. 


Why is this true of the life insurance agent? The an- 
swer is simple and direct. He's dealing in a product 
which does nothing but good for his fellow man. He's a 
100°, constructive factor in the present and future eco- 


He can hold his head high, 


secure in the knowledge that his every effort builds free- 


nomic life of his community. 


dom from fear and freedom from want for someone. 


Little wonder that more life insurance is being sold 
than ever before and that life insurance agents generally 


are today's best disciples of high morale. 
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Spotlight on Service 


N the handsome plastic-bound brochure which 
New England Mutual fieldmen are using for 
actual service interviews, there are thirty-seven 
practical questions directed to five different groups 
of policyholders. 
For instance — to those with extensive life 
insurance programs: 


Do you realize the tax advantages of selecting settle- 
ment options for beneficiaries now rather than allow- 
ing them to be selected after your death? 


Are policies with favorable income options now be- 
ing used to provide funds for estate clean-up purposes? 


To those who own business insurance: 


Has your Purchase and Sale Agreement been re- 


viewed in the light of present-day increases in equity 
values of your business? 


Have the expanding values of your business created 
new estate and inheritance tax problems for the 
members of the firm? 


Under war conditions, service to policyholders 
naturally becomes the year-round obligation of 
the fieldman. At the same time, it is desirable to 
make sure that this service functions with maxi- 
mum effectiveness. 


For its 32nd consecutive policyholders’ service 
campaign, New England Mutual has devised a 
working kit so well-rounded and yet so simple 
that its fieldmen are “burning up the pavements” 
to present it to their policyholders. 


New ENGLAND MuTuAL 
Life Insurance Company of BOSTON 


GeorGE WILLARD SMITH, President 
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Entire Problem ” 
of Acquisition and 
Servicing Scanned 


Manner of Compensating 
Soliciting Agent Is Only 
One Feature 

the Sara- 
New York 
agents, 


inter- 
compensa- 


Set off by 


of 


NEW YORK- 
conference 
general 

widening 


toga Springs 


state managers and 


has been an ever 
est in what kinds of agents’ 
tion plans would be within the realm of 


varied but 


there 


feasibility. Opinions are 
whether the plan of the future is a modi- 
fied 
to performance, 


commission basis, salary adjusted 


salary plus commission, 


or some variant of these, it seems ap- 
parent that what is involved is not 
merely the manner in which the solicit- 
ing agent is compensated but the entire 
problem of acquiring and servicing busi- 
ness. 

The first question to be decided is 
whether there is to be a reallocation of 
the portion of the premium dollar spent 
for acquisition of businesses. That is, 
if the soliciting agent is to be paid more 


for the business he gets, is the general 
agent to get less? Or shall the solicit- 


ing agent be paid more and the extra 
cost assessed against the policyholders? 


Losses Might Be Less 


Unless the cost of the policyholder is 
the rate of compensation to 
whether expressed in com- 
mission or salary—can be increased only 
by paying the general agents less. At 
the same time this point might become 
academic, for some people feel that if 
a far more attractive compensation plan 
could be worked out for agents the gen- 
eral agent could afford to take a lower 
overriding rate, since it would be easier 
io attract good agents and hold them. 
Thus the general agent’s income would 
be larger, his losses would be less, and 
his efforts would earn him a better net 
income than under the present system. 
On the other hand, since an important 
reason for changing the compensation 
basis would be to reward agents for per- 
sistency and quality of business, it is 
likely that the general agent’s contract 
would be such as to reward him for in- 
ducting the type of agent who would 
produce a desirable type of business and 
hence general agents who continued to 


increased, 
the agent 


operate solely with volume as a goal 
might find that they were earning less 
than under their old contracts. 


Doesn’t Differentiate 


One of the faults that has been found 
with the usual general agent’s contract 
is that it compensates him at the same 
rate for business obtained from success- 
ful men as from a succession of failures. 
Since the high rate of turnover among 
life agents is one of the items which it is 


desired to improve, it would be neces- 
sary to make general agency contracts 
offer more incentive than they do for 
building agencies of successful produc 
ers. 

For example, general agent A has a 
$3,000,000 a year agency with 12 suc- 
cessful men, all of whom are making a 
living and balancing their budgets. Gen- 





REAL OPPORTUNITY 


In one of the leading life agencies in Chicago 
to head up a producing unit. Responsible for 
recruiting and supervising men in the unit, 
with the assistance and cooperation of a well 
organized staff. Generous compensation based 
on results. Address S-l11, The National Under- 
writer, 175 W. Jackson Blvd., Chicago, IIl. 








BEFORE THE CAMERA OF H. H. FULLER, DEPUTY U. 


MEETING: 


S. MANAGER OF ZURICH, 


AT INSURANCE COMMISSIONERS’ 


Ellery Allyn, who takes office July 1 as Connecticut commissioner; Robert J. Sterrett, Equitable Society; J. C. Blackall, retiring 


Connecticut commissioner; Byron K. Elliott, general counsel John Hancock Mutual Life; 


dents Association, and James D. Reeder, new actuary Illinois department. 








eral agent B produces the same amount 
per year with one good agent, two medi- 
ocre ones and an army of floaters. He 
makes much as A—perhaps more, 
because of forfeitures of renewal com- 
missions —but he does not make the 
same contribution to the life insurance 
business or to the men in his agency. 
It is possible that if contracts could 
be weighted to reward the first type of 
general agent and penalize the second 
type the former would make more 
money than now even though the so- 
liciting agents received a higher rate of 
compensation on their production. 


as 





TYPE OF RECRUIT 


Closely tied in with the hope of work- 
ing out a plan of agents’ compensation 
that would attract and hold good men 
without increasing the cost to the insur- 
ing public is the type of man who shall 
be sought. For example, a plan might 
be geared to men who could be expected 
to reach a $200,000 a year production 
level within a few years after induction. 

Past experience is not too accurate a 
guide as to what early rate of production 
should be expected from the potential 
$200,000 producer. Many of those who 
reached that level reasonably soon may 
have done so because of the economic 
pressure of the commission-only system. 
Some of them might have proceeded 
more slowly, but doing a better selling 
job from the public’s viewpoint, if there 
had been less urgency to produce as 
much and as quickly as possible. 

Also, there is no telling how soon men 
who could be attracted into the business 
on a salary or other stabilized basis 





level. At any rate, they would probably 
tend to reach a given level more slowly 
than under the present system, though 
doing a better job on the way. Further- 
more, if men were being inducted and 


trained on a career basis, their training 
and supervision would probably give 


less emphasis to early production than 
is usually the case today. 

Probably an agent who looks as if he 
would eventually reach a $200,000 level 
would produce $125,000 his first year, 
perhaps somewhat less. Assuming $30 
per $1,000 as the average premium and 
25% as the amount of business on which 
premiums would be deferred until the 
following year, this would be $1,400 as 
the first year income of an agent paying 
for $125,000 his first year on a 50% com- 
mission basis. 

Needs More Income 

Since it is obviously impossible to get 
potential $200,000 men in adequate num- 
bers on any such basis as $1,400 a year 
if they write that much business, the 
problem is to find a figure somewhere 
between that amount and, say, $4,500 
that will attract the right type of men in 
sufficient numbers. 

E xceptions might be young men just 
coming out of college. Most of them 
cannot hope for much more than $100 
a month as starting pay and they might 
be attracted to life insurance selling if 
they were offered a compensation plan 
that would iron out the pe aks and val- 
leys of the traditional life insurance all- 
commission basis. 


Mich., 
Evans, 
Guar- 
Nee- 


J. Earle Brown, of Lansing, 
a director of Lamereaux & 
Lansing agency, and of Income 
anty and Equitable Reserve of 


Vincent P. Whitsitt, manager Life Presi- 


Cumediew’ to ies ens 
His Say on Hobbs Bill 
WASHINGTON Representative 


Weiss of Pennsylvania, chairman of a 
special subcommittee of the House com- 
mittee on postoffices and post roads to 
which has been referred H.R. 687, the 
bill of Representative Hobbs of Ala- 
bama, plans to call another hearing on 
that measure soon. The subcommittee 
has already held one hearing on the bill, 
which proposes to deny the use of the 
mails to insurance companies that oper- 
ate without state license. 

The disposition in the committee 
seems to be not to hurry action on the 
bill, but that everybody who wants to 
be heard should be given opportunity. 

After the Weiss subcommittee finishes 
with consideration of the Hobbs bill, 
it will be up to the full postoffice com- 
mittee to decide what to do about it. 


Rouillard Boom Started 


Friends of former Insurance Commis- 
sioner A. J. Rouillard of New Hampshire 
are urging him to become a candidate 
for governor next year, according to 
“Union” of Manchester, N. H. He has 
not committed himself except to say that 
he would not be a third candidate, but 
friends point to his excellent record as 
insurance commissioner and the knowl- 
edge of state government which he ac- 
quired during the 5% years as a 
background for the gubernatorial posi- 
tion. 


nah, Wis., formerly a director of the 
old Detroit Life, died there from a 


heart attack. 





would reach their ultimate production 


MANUFACTURERS 


COMPLETE BROKERAGE FACILITIES 


All Life, Endowment and Annuity Plans. 
Favorable Par, and Non-par. rates. 
Standard and Sub-standard risks. 


“acilities for handling large 
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Civilian Foreign Travel Coverage. 


Annuities — Single Premiums up 


to $100,000. 


Prompt and Efficient Service. 


INSURANCE IN FORCE, 672 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 
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Aid to Rawste Is 
Being Provided by 
Companies’ Plan 


A cooperative plan of 91 leading life 
companies for exchanging ideas on ways 
and means of assisting agents in war- 
time has been operating for several 
months, A. E. Patterson, executive vice- 
president Mutual Life of New York, 
told the Chicago Association of Life 





ALEXANDER E. PATTERSON 


Underwriters at the annual meeting 
Tuesday. It is intended to make the 
best ideas and plans available to all 
companies and was undertaken, Mr. 
Patterson said, because senior execu- 
tives of life companies recognize the 
need for doing everything possible to 
assist agents these difficult times, so the 
insuring public may be satisfactorily 
served, 

The work was organized and spon- 
sored by a joint committee on field co- 
operation comprising Gerard S. Nollen, 
president of Bankers Life of Iowa, rep- 
resenting American Life Convention; 
P. B. Hobbs, Chicago agency manager 
Equitable Society, representing National 
Association of Life Underwriters; and 
Mr. Patterson, acting for the Life Presi- 
dents Association. 


Many Ideas Are Assembled 


The committee wrote to chief execu- 
tives of leading life companies in the 
United States and Canada asking them 
to transmit all plans and ideas they had 
found effective in maintaining and build- 
ing field organizations. Responses were 
received from 91 companies. The ideas 
and material assembled, have been con- 
densed into a complete report which is 
in the hands of a printer. The com- 
mittee expects copies will be sent to 
cooperating companies some time early 
in July. 

It covers the following subjects: 
Special plans for war-time selling, es- 
tablishing lines of communication be- 
tween home office and field, training 
and retraining activities, recruiting, im- 
proving public relations, war-time serv- 
ice to agents and policyholders, pros- 
pecting aids, agent’s compensation and 
retirement plans, simplifving the agent's 
job, and agents’ recognition and awards. 


Action Being Taken 


“The ideas and plans of these 91 
companies,” Mr. Patterson said, “will be 
most helpful in our own company and 
we hope that they will also be helpful 
to all companies that receive copies of 
the report. To those of us who have 
worked on the committee it seems that 
the officers of the companies are keenly 
conscious of the problems and difficulties 
of their representatives in the field. 
What is more important, they are not 
only doing something about it, but are 
anxious to exchange ideas with other 
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companies, so that they may improve 
their plans and benefit by the ideas and 
experience of others.” 

Mr. Patterson said present and pros- 
pective taxes “really mean that in the 
future there is less likely to be great 
prosperity for any man or family, and 
that all must therefore use life insurance. 
If there is less likely to be great indi- 
vidual prosperity in the future, so is 
there less likely to be great individual 
pen 

“And that means if million dollar for- 
tunes and million dollar policies are 
likely to be fewer, good $5,000 and $10,- 
000 policies are likely to become more 
numerous. The great masses of people 
are becoming better off as a result of 
this war, and are likely to continue to 
be so for a long time to come. We 
shall end the war with more people hav- 
ing more money than ever before. 

“But even more important, great 
masses of the people will have more 
regular jobs at better pay. We have 
learned in this war that we can make 
more things than we ever believed pos- 
sible before and keep on making them 
month after month if we work together 
with determination. This means more 
employment at higher pay and more 
regular work. If we apply these lessons 
learned during the war to peace times, 
the incomes and regularity of employ- 


ment of the millions of American citizens 
will be vastly better than ever before.” 

“Never before has the life agent oc- 
cupied a position with more promise to 
himself and his company, nor of greater 
service to the public,’ Mr. Patterson 
said. “Sound practices in the field will 
be of great benefit to policyholders. I 
believe it to be true that seldom now 
do the life companies take important 
action affecting field practices without 
consultation with their agents.” 

He said in relation to the project 
affecting the 91 companies, “The re- 
sults have far exceeded our expecta- 
tions.” 

C. B. Reeves, assistant to the presi- 
dent of Mutual Life, N. Y., was a 


guest. Also attending were James Ross 
of the Illinois department; Walter 
Rigg, Milwaukee manager Mutual, 


N. Y., president Life Agency Manag- 
ers Association there, and D. D. Kelly, 
John Hancock general agent at St. 
Louis. 

Louis Behr, Equitable Society, was 
introduced as the new Chicago associa- 
tion president. J. H. Brennan, Fidelity 
Mutual, retiring president, was _pre- 
sented a plaque in appreciation of his 
fine service. In spite of a broken leg 
he was very active at the helm. 
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Much Proposed aicihiien 
on Service Insurance 


W ASHINGTON—In a big batch of 
bills introduced recently by Senator 
Langer of North Dakota and endorsed 
by veterans organizations in his state, 
were several relating to insurance, as 
follows: 

S$.1178. To authorize and direct the 
Veterans Administration to include 
provision for payment of total disabil- 
ity benefits in national service life in- 
surance policies. 

$.1179. To amend the world war 
veterans act so as to provide that in- 
surance judgments shall be binding 
upon the administrator until modified 
by court order. 


S.1194. To change the interest rate 
charged on any loan secured by a lien 
on U. S. government life (converted) 
insurance to not exceeding 316%. 

S.1196. To extend from Jan. 2, 
1940, to Jan. 2, 1950, the time within 
which applications for benefits under 
the world war adjusted compensation 
act can be filed. 

S.1198. To eliminate all statutes of 
limitations on automatic, yearly renew- 
able term, or U. S. Government life 
(converted) insurance policies. 
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Ohio National 
Mutualization 
Plan Is Upheld 


CINCINNATI—The_ proposed = mu- 
tualization plan of Ohio National Life 


was held to be legal and the Ohio mu- 
tualization act constitutional in = an 
opinion handed down Tuesday by 


Schwab of common pleas court. 
The judge, however, granted the praver 
of dissenting stockholders to have the 
value of their stock fixed by appraisers 
appointed by the court. 
Under the Ohio act the 
are concerned with the value of the 
dissenting shareholders stock only, the 
other stockholders having accepted the 
value of $40 per share provided by the 
resolution of the directors of June, 1941. 
This resolution also limited dividends 
to $1.25 a share during the term of 
conversion. When the © stockholders 
considered the question in July, 1941, 
there were 62,265 shares voted in favor 
of adoption and only two stockholders, 
Roy L. Struble, attorney, and Harold 
Knecht, attorney representing 69 shares, 
who voted against the resolution, other 
stockholders by not voting accepted it 
by a provision of the mutualization act. 


Judge 


appraisers 


Asked Declaratory Judgment 


Following this the company peti- 
tioned for a declaratory judgment de- 
termining that Struble and Knecht had 
no rights other than a fair cash value 
for their stock. Struble and Knecht 
then filed a petition attacking the con- 
stitutionality of the mutualization act, 
charged a fraud on the minority stock- 
holders and that the value fixed for the 
stock was entirely inadequate. 

The two cases were consolidated la- 
ter. In his decision Judge Schwab 
said in part: 

“The court, after carefully consider- 
ing the claim of fraud and illegality, 
reached the conclusion that there is no 
fraud shown in this case and that the 
plan as heretofore set forth and ap- 
proved by a majority of the stockhold- 
ers and policyholders is authorized by 


the statute and is therefore not il- 
legal. 
“The evidence clearly demonstrates 


that there is a difference of opinion as 
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Cut Dinas Mutual's 96th Birthday Sako 








This picture shows President John A. 
Stevenson cutting a birthday cake on 
the 96th anniversary of Petnn Mutual. 
The others in the picture are all gen- 
eral agents. From left to right they 
ares J. T. or Baawor, Me.; Gaius 


to the method to be employed in fixing 
the value of the stock. Here is a func- 
tioning insurance company desiring to 
take advantage of the law to change 
from a stock company to a mutual 
company, and to continue to function 
as such, following the change. The 
law wisely provides that the dissenting 
stockholder in such case may appeal 
to the court to have the value of his 
stock judicially determined. This the 
defendants have done. 

“The court having found the mutual- 
ization act to be constitutional, and 
that the claim of fraud is not estab- 
lished by the evidence, it therefore fol- 
lows that the prayer of the defendants 
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t.sbs Faithful as Old Faithful”? 
38 YEARS OF CONTINUOUS MANAGEMENT 
NOTHING SPECTACULAR — JUST SOUND 


PROGRESS 
End of Admitted 

year Assets Liabilities Surplus 

1905 $ 446,220 $ 108,836 $ 337,384 
1910 974,468 481,053 493,415 
1915 2,110,281 1,556,160 594,121 
1920 5,939,063 5,065,328 373,735 
1925 15,111,294 14,377,306 733,988 
1930 28,649,162 27,244,473 1,404,689 
1935 35,053,788 32,522,281 2,531,507 
1940 49,533,619 45,998,673 3,534,946 
1941 53,230,450 49,393,145 3,837,305 
1942 57,936,711 53,152,256 4,384,454 


INSURANCE IN FORCE: $205,617,511 





FIELD BUILDING 
ILLINOIS 








W. Diggs, Richmond; J. Burton Webs- 
ter, Jacksonville; Carr R. Purser, Provi- 
dence; Kenneth W. Conrey, Pittsburgh; 
Joseph H. Reese, Philadelphia, and Wal- 
ter T. Schutt, Miami. The ceremonies 
were at the home office. 


as set forth in their answer and cross- 
petition, that this court fix and deter- 
mine the fair value of the stock, will be 
granted. The court will appoint ap- 
praisers.” 


Canadian Life 
Men Endorse 
Health Cover 


Endorsement of the principle of a 
health insurance plan and. other ele- 
ments of social security extension has 
been given by the Canadian Life Insur- 
ance Officers Association in a brief pre- 
sented to the social security committee 
of the House of Commons. The brief 
was submitted by V. R. Smith, general 
manager of Confederation Life and 
W. M. Anderson, assistant general man- 
ager of North American Lite of Canada. 
The life insurance industry, the brief 
states, will give its hearty support to in- 
auguration and integration of well pre- 
pared and practical socfal security plans 
for the maintenance of a minimum sub- 
sistence level for all classes. 

The industry is also in accord with 
the inauguration of comprehensive and 
efficient health and rehabilitation serv- 
ices. Any measures in the field of pre- 
ventive medicine should be coordinated 
but not consolidated with a health in- 
surance plan, the brief asserted. The 
inauguration of public health measures 
should not be made contingent upon the 
inauguration of health insurance. Pre- 
ventive measures should be set up as 
fully and completely as possible without 
waiting for the working out of the health 
insurance scheme. 

The association states it recognizes 
the need for greater government activity 
in the field of health. It favors a con- 
tributory scheme which would avoid the 
state embarking on plans involving large 
scale expenditures from general revenue 
sources. There might be a flat contribu- 
tory rate with separate legislation for 
those unable to pay the full rate. Some 
of the, provinces might not be able to 
implement the plan under proposals that 
have so far been considered, the associa- 
tion states. 

The association recommends one na- 
tional insurance fund under federal re- 


sponsibility and control but with full 
responsibility for the administration of 
health benefits in the hands of the proy- 
inces, without any embarrassing finan- 
cial burdens. The association expresses 
the belief that employers should not be 
required to make contributions for 
health insurance purposes. 

The association voices the hope that 
with the unselfish support of the inter- 
ested professions it will be possible to 
do in Canada what has not yet been 
successfully achieved in any country—a 
comprehensive plan of setting up a 
health insurance fund for the establish- 
ment of adequate and efficient medical 
care for every individual. “If this be 
done,” the brief states, “Canada _ will 
achieve in a new and complicated field, 
the high prestige which it has already 
won in the field of war, finance and 
economic control and stability.” 





Whaley on Coast Tour 

J. V. Whaley, director of agencies of 
Franklin Life, has just completed a tour 
through Oregon, Washington and Cali- 
fornia. Mr. Whaley spent several days 
in San Francisco to interview general 
agent possibilities. The company has 
not been active in northern California 
for several years but with entry into 


Oregon and Washington plans a definite 
campaign of development. 








* HERRICK C. BROWN, 
C.L.U.. MANAGER AT OAK. 
LAND, CALIF., FOR THE PRU- 
DENTIAL, HAS CONCLUDED 
THAT R & R’S ADVANCED UN.- 
DERWRITING SERVICE IS 
STANDARD OFFICE EQUIP- 
MENT. 


* * * 


INSTRUCTING us to 
membership for a new 
opening in Sacramento, 
Brown says: 


“FOR MANY YEARS, this office 
operated without the Advanced 
Underwriting Service. We took 
many other services, including 
some of the best. After a few 
short years with your service, we 
find today that when any ques- 
tion comes up, we automatically 
reach for R & R. Mr. Spalding. 
in opening the new Sacramento 
branch thinks that R & R is just 
as necessary to him as the com- 
pany rate book.” 


enter a 
branch 
Mr. 


* * * 


PERHAPS you, too, like Mr. 
Brown in his days before he be- 
came an R & R member are 
missing something — especially 
now that questions involving 
taxation and estate protection are 
of paramount importance. 


PAUL SPEICHER 
Managing Editor 
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Urges Caution in 
Capitalizing on 
5% Rule 


NEW YORK—Corporations which 


“5%” provision in 





make use of the “5% 
the salary stabilization regulations to 
purchase life insurance for employes 
without being held in violation of the 
regulations should make sure that the 
firm's outlay for premiums is deduc- 
tible under section 23 (a) of the in- 
ternal revenue code as an ordinary and 
necessary business expense, according 
to M. M. Goldstein, general agent here 
of Connecticut Mutual Life and an au- 
thority on pension plans. Mr. Gold- 
stein has found that there has been a 
tendency to overlook the importance of 
section 23 (a). Because of the con- 
fusion that exists on so many of the 
technical points he is strongly of the 
opinion that every prospective  pur- 
chaser of such a plan should get a 
written ruling from the government 
before going ahead. 





ATTITUDE OF TREASURY 


WASHINGTON—While there has 
been no regulation specifying any mini- 
mum number of employes who must be 
included under a “5%” plan to make it 
eligible under the salary stabilization 
regulations, those who are familiar with 
the privately expressed opinions of sta- 
bilization officials are speculating on 
the possible attitude which the Treas- 
ury may take toward allowing the pay- 
ment of life insurance under such plans 
as “ordinary and necessary business 
expenses” under section 23 (a) of the 
internal revenue code. The regulations 
do not prohibit the purchase of life in- 
surance for a limited number of execu- 
tives or even one individual but the 


LIFE INSURANCE EDITION 











Cc. F. J. HARRINGTON, Mass. 
President 


NEWELL R. JOHNSON, Minn. 
Vice-president 








JESS G. READ, Okla, 
Secretary 





opinion has been expressed here that 
it was never the intent to permit such 
limited plans to be allowed as coming 
within the regulations. Since such pay- 
ments must be deductible as an ordi- 
nary and necessary business expense of 
the corporation it may be that the gov- 
ernment will scrutinize these expendi- 
tures with a view to disallowing them 
if used to buy life insurance for one 
or a few key executives. 

Incidentally, in connection with these 
plans there has arisen a question as to 


whether the 5% deduction may net be 
applied to a man’s existing insurance. 
The regulations do not specify that the 
amount must be paid on new insurance. 
Rulings that have come out scem to be 
in conflict on this point. The origina! 
understanding was that the 5% exemp- 
tion was for the purchase of new in- 
surance and quite a large volume of 
sales has been rolled up on this basis. 

If the exemption also covers existing 
insurance the chance for sales would be 
correspondingly cut down. On _ the 


other hand fear has been expressed 
that if the allowance applies only to 
new insurance it would have the effect 
of encouraging twisting since there 
would be a temptation for a man to 
drop some of his existing insurance and 
thereby be able to add the premiums 
he had been paying on it to his income. 

The Treasury department has ruled 
that the premium for the insurance ele- 
ment in pension plans is subject to the 
“5%” provision governing the purchase 
of life insurance for employes. That 
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is, to the extent that premium paid for 
pension trust cut into the 5% limitation, 
there will be that much less left for 
purchases of life insurance of the “5%” 
variety. This ruling is in line with the 
attitude of the Treasury expressed in 
informal conferences. Whether this in- 
terpretation of the stabilization regula- 
tions is a correct one is open to debate 
but it might be necessary to fight a 
case through the courts in order to get 
a reversal of the ruling. 


Penn. Mutual Holds 
Agency Conference 
in Form of Seminar 


The Penn Mutual did not have a 
convention this year in that it did not 
gather its men together. Instead it 
held a conference through the mails. 
Out of it developed material which the 
home office has presented what it calls 
“Penn Mutual’s Seminar on Paper.” It 
is an illustrated collection of questions 
and answers. The “first session” has 
been mailed to the agent and the sec- 
ond will come a week later. The sim- 
inar has been gotten up in fine shape. 
The “first session” gives greetings from 
President Stevenson, an explanation of 
the seminar and then the following sub- 
jects are treated: Planning work habits, 





teasers, approach, write your own 
ticket, mortgage, selling to women, 
wrong colored glasses. The list of 


questioners and answerers is presented. 


Chicago Branch Has Outing 


Agents in the Chicago branch of 
Travelers held their annual outing 
Tuesday at Itasca country club. B. H. 
Groves, life and accident manager: 
James White, casualty manager, and 
A. B. Smillie, Travelers Fire manager, 
were paying guests. About 100 at- 


tended. 


Here an agent is a real 
flash and blood per- 
sonality to everyone 
in the Home Office 
from the office boys te 
the President AND— 
we are not so big that 





anyone on the assem- 
bly line forgets that an 
agent can only make 
his money on deliv- 
That's 
why the app gets 
right-of-way until the 


ered policies. 


policy is in the mail 
bag. 
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Mutual Life Philadelphia ee 








J. Roger Hull, vice-president and man- 
ager of agencies of Mutual Life, here 
cuts the ribbon at the official opening of 
the Mutual Life building at 1516 Locust 
street, Philadelphia, new home of the 
combined Philadelphia agencies. Dr. 
Lewis S. Mudge, second from left in 
foreground, chairman of Presbyterian 
Ministers Fund and acting pastor of the 
First Presbyterian Church, opened the 
ceremonies with prayer. Behind Mr. 
Hull is Dr. S. S. Huebner, president 
American College of Life Underwriters. 





A. F. Haas, 
standing between Mr. Hull and Alex- 
ander E. Patterson, executive vice-presi- 
dent. 

About 300 friends attended the Phila- 
delphia opening. 

Officials gave a luncheon for Mr. 
Haas prior to the opening. Mr. Hull 
was toastmaster, and speakers included 
Mr. Patterson, Julian S. Myrick, 2nd 
vice-president, and Roland S. Morris of 
Philadelphia, who is a trustee of Mu- 
tual Life. 


manager of the agency, is 








Stay on J as Until 
Specific Need Seen 


(CONTINUED F FROM PAGE 1) 


excluded life insurance from its List and 
Index of Essential Activities.” 

2. Nondeferrable activities and occu- 
pations: 

In his statement of Feb. 13, Chairman 
McNutt referred to this group as fol- 
lows: 


“We 


have another group which are 
not at all related to the war effort. The 
nondeferrable list simply defined the 
jobs and activities least directly neces- 
sary to our war effort.” 
In his letter to Col. D’Olier of May 
1, Chairman McNutt said: 
“The life insurance industry was not 


included in the list of nondeferrable ac- 
tivities and occupations released Feb. 2, 
1943,’ 

3. Occupations and activities not 
placed in either list, among which is life 
insurance. 

In his statement of Feb. 13, Chair- 
man McNutt referred to this group as 
follows: 

“In between these two, are millions 
and millions of useful civilian jobs 
which do not merit occupational defer- 
ment but are hardly likely ever to find 
their place on a nondeferrable list.” 


In the letter to Col. D’Olier of May 
1, from McNutt, he said: 
“Tt is the desire of the commission 


that persons engaged in activities and 
occupations which have not been in- 
cluded in the nondeferrable list remain 
on their present jobs until a_ specific 
need for a change has been indicated by 
officials of the War Manpower Com- 
mission.” 

The joint committee on the war man- 
power situation and life insurance, con- 
sists of the following: Philip B. Hobbs, 
Equitable Society, Chicago; Wilbur W. 
Hartshorn, Metropolitan, Hartford, and 
Ralph W. Hoyer, John Hancock, Co- 
lumbus, with Mr. Hobbs as chairman, 
for the N. A. L. U.; Byron K. Elliott. 
John Hancock; O. J. Lacy, California- 
Western States; Lee J. Dougherty, Oc- 
cidental of Los Angeles; A. J. McAnd- 
less, Lincoln National; Julian Price, 
Jefferson Standard, and John A. Ste- 
venson, Penn Mutual, with Judge El- 
liott as chairman, for the American Life 
Convention; James A. Fulton, Home 
Life, Col. D’Olier, George L. Harrison, 
New York Life; Alexander E. Patter- 
son, Mutual Life; George Willard 


Builes on ileiameniaies 
Wage Stabilization 


(CONTINUED FROM PAGE 3) 


illustration also take out life insurance 
policies on the lives of his employes, in- 
cluding the employe referred to, the 
amounts there held to be the premiums 
for life insurance would be taken into 
consideration for each year in ascertain- 
ing the amount which exceeds 5% of 
the employe’s annual salary, determined 
without the inclusion of insurance and 
pension benefits, and which would be 
considered as salary under the salary 
stabilization regulations.” 


L. A. A. to Hold 
Annual Meeting 


NASHVILLE—An annual meeting 
of the Life Advertisers Association, the 
first in two years, will be held in Octo- 
ber or November some place within a 
radius of 150 miles of New 
hotel accommodations can be secured 
in New York, that will be the meeting 
place. This decision was reached at an 
eexcutive committee meeting of the 
L.A.A. held here this week in connec- 
tion with the gathering of the Southern 
Round Table. 


All L.A.A. Officers Present 





All of the L.A.A. officers were pres- 
ent, they being A. Scott Anderson 
Equitable of Iowa, president; Bart Lei- 
per, Provident Life & Accident, vice- 
president; Russell B. Reynolds, Amer- 
ican Mutual, secretary, and Harry V. 
Wade, Standard Life of Indiana, treas- 
urer. Victor Cowie, Great-West, was 
the only executive committee member 


unable to attend. 

The conclusion reached here was that 
there is a strong demand for a strictly 
business wartime annual meeting, shorn 
of social features and of the type being 
held by representative associations in 
other lines of business. New officers 
and committees will be named and the 
usual business transacted. 





Smith, New iii Mutual, and L. 
Edmund Zacher, Travelers, with Mr. 
Fulton as chairman, for the Life Presi- 
dents. Judge Elliott acted as general 
chairman of the joint committee. 


York, “It 








Yes, There is Room 

In Our Budget 

for the Statue 
of Liberty’ 


Ww 


Yes, Messrs. Hitler and Hiro- 
hito there is room in our budget 
for the Statue of Liberty. We 
haven't said an awful lot, but 
we're doing things. We're prov- 
ing the Statue of Liberty and 
the democratic principles for 
which it stands have a big 
place in our budget of today. 
We're gladly paying the grim 
costs for the price of freedom 
on both sides of the ledger to 
rid the world of your tyrannies, 
and to show you we're fulfilling 
the most important budget ap- 
propriation of them all. While 
fighting men write with blood 
their life price on the debit side 
to maintain freedom’s ideals — 
determined Home Front workers 
make long entries on the credit 
side in war bonds, fighting 
equipment and all those essen- 
tial things so necessary to keep 
the home fires burning. 

Cal-Western is proud of the 
part its men and women play 
in helping to keep the ledger in 
balance. Many of its represen- 
tatives are serving on the battle 
lines. And on the Home Front, 
over these eleven western states, 
Cal-Western men and women, 
realizing the seriousness of their 
tasks, give unstintingly of their 
time towards the purchase and 
sale of war bonds, volunteer 
war activities, and extending 
the protection insurance offers 
to as many American homes as 
possible. They know, too, how 
insurance dollars are not only 
fighting dollars, but anti-infla- 
tionary dollars, and how these 
dollars help provide for FREE- 
DOM FROM WANT AND FEAR. 
Yes, Messrs. Hitler and Hirohito 
we're proving THERE IS ROOM 
IN OUR BUDGET to maintain 
our glorious principles of de- 
mocracy despite your fanatical 
tyrannies! 


*This ad appears as a special tribute 
to Clifford O. Boggess, Cal-Western 
Advertising Manager, who, on the 
eve of his departure into the armed 
forces, wrote the original “IS THERE 

ROOM IN OUR BU. DGET FOR 
STATUE OF LIBERTY” copy which 
has since received well-merited, na- 
tion-wide recognition. 


California 


Insuranel® Company 
HOME OFFICE 





SACRAMENTO 





al * 


rr = 











June 18, 1943 





LIFE INSURANCE EDITION 





1] 











Southern “Ad” Men Parley at Mesiveille 
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volume of $50,000. The novelty of this 
contest made it successful. He outlined 
other special sales efforts of the Repub- 
lic National. 

Mr. Tharin said that the war has re- 
moved some of the best agents and so 
it is important to motivate those who 
remain. Education, inspiration and recog- 
nition must be emphasized today. Gate 
City is using a series of proposal plans, 
which enables the agent to offer some- 
thing definite in each case. Recogniz- 
ing that the agent with an incentive gets 
the biggest results, Gate City adopted 
the salary bonus plan for industrial men. 
Awards of sgh’ and war bonds go to 
ordinary pr ™icers. 

Mr. McSpadden said that agents are 
more in need of the help of the adver- 
tising department today than for a long 
time. They need to be assured and con- 
vinced that life insurance is essential and 
that it offers an attractive career. The 
agent must be helped to see where the 
new market is, how it has shifted, and 
how work habits must be altered. Work- 
ing hours must be spent among groups 
previously neglected or ignored. 

W. E. Jones, executive secretary Na- 
tional Association of Life Underwriters, 
was chairman of the panel on ‘Ideas, 
Ink and Income.” His panel associates 
were John A. Witherspoon, general 
agent John Hancock at Nashville and 
former president N.A.L.U., and Martin 
Nunnally, assistant general agent Massa- 
chusetts Mutual at Birmingham. They 
gave the answers to topical questions 
submitted by L.A.A. members and an- 
swered by 5,000 agents. These showed 
that agents favor national advertising 
and that they read it, including “ads.” 
of competing companies. The public is 
impressed by the national advertising 
but few remember the name of an indi- 
vidual company. The use of a coupon 
in the advertising is favored. Institu- 
tional advertising should “sell” the 
agent. 

Agents favor strongly the institutional 
type of advertising, and want it in- 
creased and developed. They feel that 
the part played by the experienced life 
underwriter should be given greater ad- 
vertising emphasis. Most agents favor 
a greater use of pictures in life insur- 
ance advertising. Trade paper advertis- 
ing, the answers revealed, are well read. 


Use of Promotion Material 


A majority of agents do not know 
how to use properly the promotional 
material furnished them by their com- 
panies. Travel restrictions have re- 
sulted in a far greater use of advertising 
material. Agents are inclined to use di- 
rect mail advertising spasmodically. Di- 
rect mail encourages the agent to organ- 
ize himself and his selling habits. War 
workers do not respond readily to direct 
mail. 

All who answered the questions 
agreed that sales contests stimulate pro- 
duction and that agents produce best 
under the competitive pressure that a 
contest creates. The best contest is the 
one of not ‘more than 30 day duration, 
and not more than four contests of any 
kind should be held during the year. 
Women are buying one of every four 
policies sold today, and there has been 
a noticeable growth in juvenile business. 
Lapses are half of what they were a 


year ago and loans are down in about 
the same proportion. 

The panel on war time public rela- 
tions was in charge of Thomas J. Ham- 
mer, Protective Life. He was assisted 
by Harry V. Wade, Standard of Indi- 
ana. Mr. Wade made this concrete sug- 
gestion for the improvement of public 
relations. 

“Wouldn't it be a smart thing for the 
life insurance companies, singly and per- 
haps through specially organized corpo- 
rations, to make available to the small 
business men, capital funds for putting 
him back into business. 

“Granted many of these men would 
fail in business and perhaps the loss to 
the life insurance companies would run 
up into the millions. But the companies 
have lost a million or so dollars once or 
twice before in their history and they 
are still doing business today. 

“Let us by our actions and not by our 
talk, refinance the individual American 
when he returns from the war so that 
he shall have a chance to build his own 
business and work our his own salva- 
tion. If we furnish him with the ma- 
chinery whereby he can build his own 
individual future, the life insurance in- 
dustry will have him so closely linked 
with it that it will have no fears aris- 
ing from activities of any crackpot in 
Washington.” 

Mr. Hammer said there is not an all 
out coordinated public relations pro- 
gram for life insurance, but that the at- 
titude of life insurance management to- 
ward public relations has improved 
enormously. Life insurance cannot, 
however, take the position that life in- 
surance speaks for itself. There is a 
public relations job to be done with 
agents, home office employes, policy- 
holders and all of those with whom a 
life company does business. The agent 
he concluded, is the key to the public 
relations question. People will buy 
more life insurance from agents than 
from companies. 

National Life & Accident and Life & 


Casualty were hosts at the dinner at the 


Belle Meade Country Club Tuesday eve- 
ning at which several executives of both 
companies were introduced. 

Forrest R. Brauer, Home Beneficial, 
was chairman of the Wednesday morn- 
ing panel on war time prospecting, his 
associates being John Ehle, Imperial of 
North Carolina, and David J. Martino, 
Pan-American. Mr. Brauer said the war 
has brought a shifting of the life insur- 
ance market. By the end of 1943 there 
will be 18 million women earning wages 
but only 10% of the life insurance placed 
is sold to women. Mr. Brauer predicted 
a definite increase in sales to women. 
The farm market offers huge possibili- 
ties. Mr. Brauer stated the farmer had 
an increase in income of 53% last year 
and will have another of at least ten 
this year. 

Mr. Ehle said that night calls have 
proven more profitable than ever. There 
is a broader market for juvenile busi- 
ness. He gave several personal experi- 
ences that he has had in the field lately, 
using them to show where and how 
business is to be found. Prospecting 
ideas were outlined by Mr. Martino. He 
described Pan- American’s introduction 
plan of prospecting under which the 
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WANTED 


A Chief Accountant for home office of an Illinois insurance asso- 
ciation. Executive ability and insurance experience required. 
Actuarial education helpful. Position permanent with splendid 
opportunity for advancement. In reply give age, family status, 
| selective service classification, education and other pertinent in- 
formation. Reply S-13, The National Underwriter, 175 W. Jackson 





company cooperates with the 
through direct mail. 

A round robin letter prepared by 
James R. Adams, Liberty National, and 
signed by all at the Nashville meeting 
was sent to the three southern ruond 
table members who have gone into mili- 
tary service. They are Clark Thompson, 
American National; Micou F. Browne, 
Occidental, N. C., and Wm. Sexton, 
Great Southern. 

The leader of the panel on war time 
training of agents was O. P. Grant, 
Life & Casualty. He was assisted by 
Ray S. Alexander, Volunteer State, and 
L. B. Hendershot, Berkshire. Mr. Grant 
discussed the industrial agents training, 
saying that it has been most difficult to 
keep all debits properly serviced. He 
stressed the importance of training 
courses. 

The average age of new men coming 
into the business has increased consid- 
erably, Mr. Alexander pointed out. 
Some companies will not employ men 


agent 
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under 38. The training of field recruits 
must be changed because of the in- 
crease in age and the training plans in 
use must be keyed to the situation of 
the older men. The agency organiza- 
tion of most companies has been re- 
duced about 20% because of the draft. 

The revitalizing of the _ existing 
agency organization is the important 
job today, Mr. Hendershot declared 
The whole problem must be simplified 
and made easier, he said. Berkshire has 
set up a program of finding prospects. 
Agents are beginning to do most of 
their sales work in the afternoon and 
evening. Mornings are devoted to 
planning and drawing up programs and 
proposals. Berkshire is shaping up its 
sales material in the direction of mo- 
tives for buying. The base of all selling 
is the need. The agent who is trained 
to find the need is better able to make 
the sale. 

The final panel discussion was on 
“Wartime Recruiting and What the 
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ONG TERM CONTRACT 


This new Connecticut General contract has many advantages 


for the man who needs greater family protection now and who 


must obtain it at low premium cost. 


Provides protection in 


some cases to age 70. It meets future requirements, too, through 


its flexible conversion privilege. 


based upon a $10,000 contract 


The plan outlined below is 


for a man age 35. 


Pays $10,000 to $36,000 in event of death within 20 years . 


Benefits for 20 years: If death occurs within 20 years, guaranteed 
monthly income of $100 for remainder of 20 year period. Maximum 
possible benefit under this provision $24,000. 


In addition, at the end of this period, or at death up to age 60, $50.40 
a month thereafter for 20 years to beneficiary. Maximum potential 


value under this provision, $12,096. 


The right to exchange this contract without medical examination for 
$10,000 permanent insurance (at attained age, up to 5 years before 


expiring). 


Disability waiver of premium available with this contract. 


Connecticut General’s broad sub-standard 
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your rejection rate. 


program offers you a real opportunity to 
enlarge the scope of your market and reduce 
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mortality rated up to 500% (five times the 


normal mortality rate). 
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Life Advertiser Can Do to Help.” It 
was in charge of Albert Chambers, 
Asheville, N. C., general agent of Occi- 


His panel asso- 
Provident Life 
Jefferson 


dental Life of Raleigh. 
ciates were Bart Leiper, 
& Accident, and Karl Ljung, 
Standard. 

Mr. Chambers said that the life ad- 
vertiser can help by preparing recruit- 
ing advertisements for insertion in local 
newspapers and in the development of 
training programs. Mr. Ljung said Jef- 
ferson Standard has stimulated its man- 
agers though the adoption of a stand- 
ard recruiting plan. It is designed 
to give the manager a never ending line 
of prospective agents. The plan con- 
sists only of a four page mimeographed 
folder and develops the center of influ- 
ence idea. 

Mr. Leiper said that many agencies 
have become rusty on recruiting. In 
the Provident company magazine stories 
the good records 


are run describing 
being made by new agents and the 
methods used by them. A _ recruiting 


manual should be a part of every com- 
pany’s equipment. 


Missouri Program 
Well Rounded 


The annual meeting of the Missouri 
Association of Life Underwriters will 
be held at Springfield, June 23-24. The 
program will open Thursday morning, 
with a fellowship luncheon at noon. 

One of the highlights will be the skit 


“Quiet Please—You're Dead,” written 
by Adam Rosenthal and Dick Oliver, 
and presented with the original cast 


which was the hit of the St. Louis sales 
congress earlier this year. Jess W. 
Moore is general chairman and W. L. 
Coonrod, assistant general chairman. 

Morning session speakers are Max 
A. Wilten, Massachusetts Mutual, St. 
Louis, “Ride Less—Write More,’ and 
John O. Wilson, General American 
Life, Oklahoma City, “Prospect Moti- 
vation.” The luncheon speaker will be 
Dr. Virgil M. Hardin, president Na- 
tional Association of High Schools & 
Junior Colleges. 

Dan Nee, administrator War Sav- 
ings Staff, will present Treasury De- 
partment awards and Glenn W. Isgrig, 
Reliance Life, Cincinnati, will speak on 
“Let’s Put on a Good Show.” 


Ask Wis. Investigations 
MADISON, WIS.—Two resolutions 


have been introduced in the Wisconsin 
assembly, one to create an interim 
committee to investigate the need for 
changes in state insurance laws and re- 


port to the 1945 session, and another 
creating a committee to investigate 
Commissioner Duel and the insurance 


department. 





Can't Pay Group Premiums 


ST. PAUL—Under a new Minnesota 
law Minnesota municipalities and other 
political subdivisions are specifically 
prohibited from paying any part of the 
premium on a group policy covering 
employes. Such insurance may be main- 
tained in force through deductions from 
the pay checks of employes, the attor- 
ney-general has ruled. Before the law 
was passed the municipality could make 
direct or indirect contributions toward 
the premium but not now. 
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The last week of May, which is Presi- 
dent’s Month with Indianapolis Life 
honoring Edward B. Raub, was the big- 
gest week in new business since 1937. 

Fieldmen set their own quotas. Mr. 
Raub is shown her looking at a special 
display board in his office on which 
some of the quota cards from various 
field men were displayed. The quotas 
were for each week, as well as for the 
total period. Special sections on the 








Life Man Heads U. S. 
Junior Commerce Body 


general agent at 
Benefit Life, 


H. Bruce Palmer, 
Flint, Mich., for Mutual 


re 





H. B. PALMER 


was elected president of the U. S. 
Junior Chamber of Commerce, in Chi- 
cago. He becomes the first life insur- 
ance man to head the organization in 
its 23 years of existence and his election 
climaxes a long career of service in 
which he has occupied increasingly im- 
portant posts in the organization. 
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GENERAL AGENTS WANTED 
ILLINOIS AND MISSOURI 


Participating coverage on men, women and children. 


Will allow a subsidy and liberal commission to competent producers. 
Your reply will be held in strict confidence. 


Write 


FARMERS UNION LIFE INSURANCE CO. 
DES MOINES, IOWA 


Modern contracts 








aseneeiat Tax ‘ie: 
in Illinois Is Appealed 


The case of New York Life vs. Mur- 
phy is being appealed to the Illinois 
supreme court. In April, Circuit Judge 
Feinberg in Chicago upheld Labor Com- 
missioner Murphy's view that the 
Illinois unemployment compensation tax 
applies to insurance companies and 
offices on agents’ commission earnings 
from the inception of the tax in 1937 to 
July 1, 1941, when the act was amended 
specifically to exclude insurance brokers 
and agents. 

Joseph W. Townsend of Scott, Mc- 
Leish & Falk, Chicago, represents New 
York Life. 


Confer in San Francisco 

SAN FRANCISCO—It is expected 
the committee appointed to represent 
the insurance business in conference 
with the War Manpower Commission 
regarding uniform exceptions for the 
business as a whole under the 48-hour 
work week directive, will meet with the 
WwW MC eens this week. 





board were reserved for those who ex- 
ceeded their quota. 

Total business for the period exceeded 
the goal that was set. Business being 
received currently is now running ahead 
of last year which was 25% ahead of 
1941 for the same period. 

Mr. Raub was one of the founders of 
the Indianapolis Life in 1905 and has 
seen the company grow to over $129,- 
000,000 insurance in force. 
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Texas Insurer’s Army Camp 
Activity Issue in Wisconsin 


A resolution was introduced in the 
Wisconsin senate Tuesday asking the 
War Department to investigate the ac- 
tivities of a small Texas company in 
selling insurance without war clause to 
soldiers at Camp McCoy, Wis., and 
other army camps. The resolution was 
introduced by Chairman Gettelman of 
the senate military affairs committee. 

Mr. Gettelman was advised by 
Commissioner Duel that the company 
is not licensed in Wisconsin. Mr. Get- 
telnyan expressed the belief that the 
War Department should investigate 
this matter thoroughly for the protec- 
tion of men in service. 

Lieut. Col. Harry R. Brown, execu- 
tive officer at Camp McCoy, was 
quoted as saying that the post is open 
to any agent for any financially sound 
private insurer who wants to sell poli- 
cies. Capt. Allen Kohan, post public 
relations officer, said the company had 
been recommended to the post insur- 
ance office “by other camps and other 
military sources.” He said that the 
representative of the company had, in 
addressing the men, devoted two-thirds 
of his talks to the advantages of Na- 
tional Service Life Insurance and the 
remainder of his talks to private insur- 
ance. J. M. Sisk, president Milwaukee 
Association of Life Underwriters, has 
referred the matter to the N.A.L.U. 

Write Accident & Health Bulletins, 


420 E. Fourth St., Cincinnati, for plans 
for increasing sales 
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10% Fewer Bonds 
Meet New Test 


(CONTINUED FROM PAGE 2) 


have made practically no_ difference 
at all. 

Second grade rail bonds have bene- 
fited the most in the bond market rise. 
Except for some border-line cases 
there has not been much increase in 
the price level of industrial or utility 
issues. In some cases the fact that 
there is a more stringent basis is not 
as drastic as it might be thought since 
some of the issues might be thrown 
out anyway by reason of default, 
though there have been comparatively 
few of these in the last year. It is 
believed that the new amortization 
basis will not hit any company’s hold- 
ings very hard, the effect being limited 
to small blocks of five or 10 bonds. 

The effect of the change in valua- 
tions is in line with the aim of im- 
proving the minimum basis for quality 
of company portfolios year by year 
without causing any upheavals in in- 
vestment policy. 


Costello Is New Head of 
Texas Association 








(CONTINUED FROM PAGE 3) 


hour. Among guests were Jack Lynn, 
vice-president, and Otto J. Burian, vice- 
president and actuary of General Amer- 
ican Life; S. J. Hay, president Great 
National Life; Arthur F. Ashford, presi- 
dent Western Reserve Life, and }. 
Lawrence, San Antonio, Texas superin- 
tendent of agencies Lincoln National. 


President Sharpe Speaks 


Problems of life men related to win- 
ning the war were seriously discussed. 
President J. Harold Sharpe, Fort Worth 
general agent General American Life, 


retiring president, presided and Felix 
Hargis extended welcome. 
President Sharpe mentioned disap- 


pointment of Fort Worth agents over 
the fact that conditions made it in- 
advisable to hold the regular convention. 
He expressed hope the 1944 convention 
will be held. Mr. Sharpe thanked the 
vice-presidents for their cooperation and 
presented them. 

Mr. Hargis, chairman of the commit- 
tee named to award the trophy for the 
local association which carried through 
the most constructive program for 1943, 
announced that because local association 
officers failed to make required reports 
the trophy will be held by the state 
association until reports come in for the 
year. Houston holds the trophy. The 
plaque for increase in membership was 
awarded to the Port Arthur association 
which increased membership 100%. 


Reports of Officers 


Herman H. Heath, secretary-treasurer, 
reported a gain of $626 in finances over 
the amount received in 1942. President 
Sharpe reported stressing the importance 
of a strong organization in promoting 
the interests of life insurance as an in- 
stitution and of policyholders. He urged 
members to work toward bringing into 
the local, state, and National associations 
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HOHAUS 


R. A. 


Reinhard A. Hohaus, associate actu- 
ary of Metropolitan Life, got from 
“Life” magazine in its latest edition, “A 
skeptically raised eyebrow” in its edi- 
torial comment on a letter from him 
which it published captioned “Self- 
Cooked Fish.” Mr. Hohaus in com- 
menting on an article in “Life” about 
flying fish recalled that in 1919 he was 
on watch on a submarine chaser en route 
from Miami to Guantanamo Bay, Cuba. 
The cook was preparing a griddle for a 
flapjack breakfast. A flying fish glided 
through a porthole and made a three- 
point landing on the griddle. After hav- 
ing been cooked on one side but before 
becoming a dead fish, it wriggled over 
on the other side. He became nicely 
cooked and the group enjoyed him very 
much, according to Mr. Hohaus. 








life men who are intelligently interested 
in the progress of life insurance and 
sincerely interested in the great service 
which it renders. He visited 20 of the 
22 associations but transportation diffi- 
culties had made it impossible to visit 
the El Paso and Valley Grande associ- 
ations. He spoke of the value of the 
speakers bureau which enabled the as- 
sociations to offer interesting, construc- 
tive programs which served to inspire 
local leaders to greater achievements. 
The bureau’s development was credited 
to the late O. D. Douglas. Tribute was 
paid to Jul Baumann, Pacific Mutual 
Life, Houston, national trustee, and 
Arthur F. Ashford, Austin, president 
Western Reserve Life. 


Membership Record 


Harry Sloan, resolutions chairman, 
Farmers & Bankers Life, presented his 
committee’s report. Courtesies extended 
by State Reserve Life were noted. 

President Sharpe paid special tribute 
to Aubrey E. Orr, Amicable, Life, Beau- 
mont, local association membership 
chairman. The Texas association has 
1,287 members, the largest membership 
except 1938, the year in which Texas 
had the national president and the na- 
tional convention was held at Houston. 

J. Lewell Lafferty, district chairman 
for sale of war bonds, spoke on Texas 
accomplishments in exceeding its as- 
signed quota by more than $35,000,000. 
He said Texas leads all states in salary 
deduction programs introduced in busi- 
ness and industrial plants. Special recog- 
nition was accorded L. M. Buckley, 
Houston, state chairman Texas associ- 
ation on the sale of bonds. He also 
spoke stressing the importance of still 
greater bond sales in Texas. 

O. Sam Cummings, Dallas, chairman 
of the constitution and by-laws, reported. 
Changes made had been done with the 
purpose of bringing into harmony the 


against David G. Berry, 


state and National association constitu- 
tions and bringing the state constitution 
into harmony with purposes of the or- 
ganization. 

E. Dale Shepherd read a memorial to 
deceased members in which tribute was 
paid O. D. Douglas, San Antonio, gen- 
eral agent Lincoln National Life; Pax- 
ton Matthews, Dallas Indianapolis Life 
manager, who died in the air corps, and 
Earl B. Smith, president Fidelity Union 
Life, Dallas. 


Nine Suits Are Settled 
by Philadelphia Counsellor 


PHILADELPHIA — Nine actions 
Philadelphia 
insurance counsellor, doing business as 
the Insurance Advisory Bureau, were 
said by representatives of the Legal Aid 
Society to have been settled in varying 
amounts. 

Berry was alleged to have received 
money from the plaintiffs on the promise 
that he would reduce insurance pre- 
miums and recover alleged overcharges 





without making any change in the poli- 
The plaintiffs charged that this 
The claims in 
the nine cases were reported to range 
Settlement, it is 
50% in 


cies. 
promise was not kept. 


to $196. 
was approximately 


from $22 
understood, 








Policy Travels 100 Miles 
In Ohio Storm 


In the tornado that struck 
northern Ohio April 27, a policy 
of Great Northern Life traveled 
100 miles and was recovered 
without even the jacket being 
damaged. The policy was in the 
home of Russell C. Hull in Fre- 
mont that was reduced to kin- 
dling by the storm. The policy 
was picked up on a farm near 
Milan and was given to the post- 
master at Norwalk who returned 
it safely. In the meantime Great 
Northern had sent to Mr. Hull a 
certificate of lost policy. 








each case. Four other claims are pend- 


ing. 





Lyons Leads Field Force 


Ellis M. Lyons, agent of the Stumes 
& Loeb agency of Penn Mutual Life in 
Chicago, won membership in the Presi- 
dent’s Club for new organization by 
leading the entire field force in number 
of first-year paid lives. He also won 
a trip to the home office where he visited 
for two days last week. 














that the Berkshire Social Security Service 
Approach has produced thousands of dollars 
in new business for associates and brokers? 
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The Federal Social Security Act provides merely 
a backlog of security and protection to meet only 
the basic requirements. 
The Berkshire’s Social Security Service is de- 
signed to supplement these basic benefits through 
the medium of Legal Reserve Life Insurance. 


The Service has had eighteen months of prac- 
tical tryout in the field. It is sound, practical, 


and sure-fire. 
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A Bouquet for General Hines 


If government encroachment into the 
field of private business is to be curbed 
it is important not only that efforts to 
government operations 
guises, particularly the war 
should be spotted and ex- 
but that recognition be accorded 
those officials who take a stand against 
this sort of infiltration tactics. 

Gen. F. T. Hines, veterans ad- 
ministrator, has made himself a con- 
exception to the government 

trend by testifying before a 
Senate subcommittee against expanding 


expand under 
various 
emergency, 


posed, 


3rig. 


spicuous 
expansion 


National Service Life Insurance to cover 
merchant seamen and war correspond- 
ents, pointing out that if the gates were 
to these groups other similat 
would also be seeking this 


opened 
groups 
coverage. 

If General Hines were another—and 
more usual—type of official he would 
probably regard the probability of other 
groups seeking the same coverage as the 
best possible reason for letting down the 


Pay System Must Be 


No pay system is going to solve the 
agency problem in life insurance unless 
it is also a work system. No mere 
work-pay system is going to solve the 
production problem of general agents. A 
general agent takes out of his business 
according to what he puts into it in 
blood and sweat. No system is ever go- 
ing to change that. The present com- 
mission way of paying has its faults, but 
system that does not cure them is 
worth adopting. 

Systems are valuable, like levers and 
for getting the best effect from 
the horse power available, but unless 
power is put into them they idle 
scrap. The adoption of a personal sys- 
tem of work is almost always the first 
step toward success of a life agent who 
does succeed. The lack of a system of 
work, of intelligent work, accounts for a 
large share of the failures in life insur- 
ance selling. The systems that work for 
one man, when intelligently followed, 
will usually work for others of similar 
intelligence, if the others put in a similar 
amount of energy. The high successes 
in life insurance selling are usually won 


no 


gears, 


are 


by men who adapt systems to their own 
capacities, but the big men often learn 
from each other, without copying sys- 
tems slavishly. 

No system, however, 
lack of horsepower, or energy. 


will supply the 
Various 


bars. But if merchant seamen and war 
correspondents can get subsidized insur- 
ance from the government then why not 
workers in war plants? And once the 
war workers were in why should the 
railroad employes who transport war 
materials be considered as less essential 
to the war effort than those who manu- 
facture these materials? And how about 
the farmer? Isn’t he just as essential to 
the war effort as the others? Once the 
gates were open there would be few 
groups that could not make out a plaus- 
ible excuse for getting government in- 
surance at bargain rates. 

In fact, there would be so few that it 
would probably be necessary to include 
they wouldn’t feel that they 
were being discriminated against, much 
as those who are not employes would be 
brought itno the social security system 
under the Wagner bill. And then what 
would the chances be that the govern- 
ment would quietly withdraw from the 
life insurance business after the war? 


them so 


Work System 


systems are proposed for keeping agents 
in the life business when they strike a 
slump. Some of them work, when care- 
fully applied and supervised by intelli- 
gent general agents. Those most cited 
pay for work done, such as calls made, 
interviews had, proposals submitted 
even though signatures have not resulted 
on the dotted line. When such a plan 
works it is to the credit of the men op- 
erating it, because in general, paying 
out money without return is the com- 
mon cause of financial bust-ups in all 
business, not merely in insurance. Any 
business that can make its payroll has a 
good chance of success. 

Training is the great spreader of man- 
power in getting results. The great war 
industries run schools. for mechanics. 
This training has a double effect. It 
gives the industries the output they must 


have, and it raises the pay of the 
mechanics. Men who go in as unskilled 
workers soon advance to higher pay. 


Much can be done to improve the in- 
comes of life insurance agents by sales 
training and if a training program were 
in effect and could be relied upon by the 
new man as a stepping stone on the road 
to success it would help to make a life 
insurance selling career inviting to men 
in uniform after the war. 

Many companies are turning to agency 


training in earnest as they realize the 


effect of the shortage of manpower. 
Some of them call it “retraining,” 
they offer the service to old men as well 
as new. In fact, with recruiting slowed 
as it is, the retraining of veterans is 
practically a necessity. It is necessary 
in order to hold up their incomes and 


as 


thus keep them in the business, and 
necessary for the maintenance of pro- 
duction. 


Strange to say, some companies find 
their general agents are not fully coop- 
erative in the training plans. It is true 
that all training plans impose a burden 
en the general agents. Their spur and 
inspiration are needed to keep up inter- 
est and enthusiasm among the men, but 
the training pays money returns to the 
general agents as well as to the men. 

It is also a work system. 








PERSONAL SIDE OF THE BUSINESS 





Robert E. Henley, executive vice- 
president and general counsel of Life of 
Virginia, was elected to the alumni 
board of visitors of the College of Wil- 
liam & Mary. Mr. Henley is a graduate 
of the college. He is a trustee and mem- 
ber of the finance committee of the col- 
lege’s endowment commission. 

Miss Dorothea M. Seese, daughter of 
Edward R. Seese, Metropolitan Life 
group sales manager in Chicago, was 
married to Lieut. William J. W Toods in 
Highland Park, III. 

Whitner Milner is the right hand man 
to Assistant Secretary A. L. Leo-Wolf 
of the Bell Aircraft Company. Group 
insurance policies which he sold the 
company are to be in force 30 days after 
signature regardless of whether the ac- 
tual policies have been received or not. 
Mr. Milner is a veteran Atlanta insur- 
ance man and has been transferred from 
receiving to administrative as assistant 
to Mr. Leo-Wolf in handling insurance 
problems relating to plant operations. 
He is a brother of Ben C. Milner, Frank- 
lin Life, general agent at Atlanta, Ga. 
Whitner Milner worked for an insurance 
agency in Cleveland and in 1936 organ- 
ized the Aviation Insurance Sales, Inc., 
with offices in Chicago and branches in 
New York, Detroit and other cities. He 
was secretary-treasurer of the company 
formed by a group of aviation men who 
handled a number of large contracts. 
He still holds part ownership. He re- 
turned to Atlanta in 1941 and joined Bell 
Aircraft a month ago. He was a large 
producer for the Franklin Life at At- 
lanta. 

William Ahrens, assistant personnel 
director of Northwestern Mutual Life, 
has been appointed to the Wisconsin 
state bureau of personnel by Governor 
Goodland. Last winter Mr. Ahrens sup- 
ervised the installation of a service rat- 
ing for state employes, while on a four- 
month leave of absence from Northwest- 
ern Mutual. 

Miss Rosalie DeMoss, auditor of In- 
dianapolis Life, has been elected presi- 
dent of the Woman’s Rotary Club of 
Indianapolis. 

H. J. Garretson, manager of Fidelity 
Mutual Life in Los Angeles, has _ re- 
ceived word that his son, Lieut. H. J. 
Garretson, Jr., who was slightly 
wounded while in action in Africa, has 
recovered sufficiently to return to duty 
and that he has been awarded the badge 
of the Purple Heart. 

Bart Leiper, advertising manager of 
Provident Life & Accident, originated 
and is editing, with the assistance of 
writers and artists of his department, 
the “Home Front News,” which 


is 


being sent monthly to all Provident 
Life men in the service all over the 
world. The paper is cleverly  illus- 
trated. 


John F. Sullivan of Seattle, associate 
manager of the Frank Burns Company 
in the White-Henry-Stuart building at- 


tended the meeting of the National 
Association of Insurance Commission- 
ers in Boston, then spent some days 
after that in New York City and 
other eastern points. He visited Chi- 


cago and from there went to Minne- 
apolis, St. Paul and Winnipeg. The 
Frank Burns Company acts as reinsur- 
ance broker for companies. Its mode 
of procedure is to take care of all the 
insurance arrangements for a company. 
It has a number of clients. 

Mr. Sullivan is a nephew of Insur- 
ance Commissioner W. A. Sullivan of 
Washington. In fact, John F. until re- 
cently was connected with the Wash- 
ington department as deputy commis- 


sioner. He is now giving all his time, 
however, to the Frank Burns Com- 
pany. 


James R. Allen, for 50 years with the 
secretary's department of Northwestern 
Mutual Life, observed his golden anni- 
versary June 12. He is the fourth oldest 
employe in point of service. 

Isadore Samuels, general agent of 
New England Mutual Life in Denver, 
conferred with friends and associates in 
San Francisco following a visit to his 
two sons in the army. William Samuels 
is at Camp Roberts, Cal., and has just 
been selected to attend officers training 
school. Robert Samuels is now at Stan- 
ford University, sent there by the army 
to take a special course in radar. 

President C. C. Spaulding of North 
Carolina Mutual Life was given the 
honorary degree of doctor of laws at the 
commencement exercises at Tuskegee 
Institute, the citation being made by Dr. 
F. D. Patterson, president of Tuskegee. 
This is President Spaulding’s third de- 
gree. He already had received an honor- 
ary degree from Shaw University, Ra- 
leigh, which made him an M. A., and 
later the degree of LL.D. was conferred. 

Samuel S. Hall, Jr., financial vice- 
president of New England Mutual Life, 
has been elected a trustee of Mount 
Holyoke College. 

C. A. Craig, chairman of 
Life & Accident, has been 
member of the executive committee 
the Vanderbilt University board 
trust. 

H. O. Fishback, Jr., vice-president of 
Northern Life of Seattle in charge of 
its accident and health department, at- 
tended the annual meeting of the Health 
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& Accident Underwriters Conference at 
the Edgewater Beach Hotel, Chicago, 
and then went on to Boston to the meet- 
ing of the National Association of In- 
surance Commissioners in Boston and 
that of the National Association of Ac- 
cident & Health Underwriters in Pitts- 
burgh. He stopped en route home in 
Chicago to confer with some of his 
friends. Mr. Fishback’s father was for 
a number of years insurance commis- 
sioner of Washington and was one of 
the most picturesque of the commis- 
sioners. He was a man of great stature 
and positive convictions. 

I. Wythe Walker, 18, son of Elmo 
Walker, secretary of Union Life of 
Little Rock, has reported for admission 
to the Naval Academy at Annapolis. 

Ricks Strong, past president of the 
Texas Association of Life Underwriters, 
now in service, is ill in a hospital at 
Quantico, Va. He formerly was gen- 
eral agent of John Hancock at Dallas. 


S. G. Glover, National Life & Acci- 
dent, president of the Wichita Life 
Underwriters Association, was elected 
district governor of the Lions Club at a 
meeting in Wichita. 


DEATHS 


Herman E. Westby, 59, district man- 
ager of Metropolitan Life in Uxbridge, 
Mass., for 13 years died there. He was 
with the company 27 years and had 
served as manager in Lawrence and 
Springfield. John H. Almy, supervisor 
of agencies, and Emerson Smith, super- 
visor, represented the home office at the 
funeral. 

Maj. W. W. Cassell, former agent of 
the G. E. Lackey agency of Massachu- 
setts Mutual in Detroit, was killed in 
action in the Aleutians, while in com- 
mand of an anti-aircraft battalion on 
Amchitka Island. He was married to 
Janet Jackson, also employed by the 
Lackey agency, after entering the army 
and was the father of twin sons born 
in February, 1942, whom he had never 
seen. 

Al J. Leahy, 80, manager of the 
home office agency of Federal Life in 
Chicago, died of peritonitis following 
an emergency operation for intestinal 
obstruction at Mount Sinai hospital, 
Milwaukee. He had gone there to 
Visit a cousin, Thomas Leahy, a promi- 
nent attorney, who decided he was sick 
and sent him to a hospital for observa- 
tion. Al J. Leahy joined Federal Life 
late in 1915 and was appointed man- 
ager of the home office agency about 
1920. Funeral services were held at 
Muskegon, Mich., where Mr. Leahy had 
a summer home and relatives of Mrs. 
Leahy lived. The widow, it is under- 
stood, will move there to live. 

Maj. Robert J. Guinn, 76, retired 
Georgia general agent of New England 
Mutual Life, died at his Atlanta home. 
He served New England Mutual for 
3+ years, having established the Atlanta 
office.’ He was succeeded in 1941 as 
Atlanta general agent by Linwood But- 
terworth. The Atlanta Life Under- 
Writers Association and Atlanta Life 
Managers Club were officially rep- 
resented at the funeral. 

He was Northwestern Mutual’s dis- 
trict manager in Atlanta nine years be- 
fore being appointed general agent of 
New England Mutual in 1909. He 
served as president of the company’s 
General Agents Association, took a 
prominent part at company conventions 
and in all affairs involving the field or- 
ganization. 

_Ralph M. Lowry, 58, an agent of 
Connecticut Mutual Life in Hartford 
lor 22 years, died there. He never 
failed to qualify for a company conven- 
tion. He served seven years as secre- 
tary-treasurer of the Hartford Life Un- 
derwriters Association. 

H. B. Crouse, 70, a director of the 
Massachusetts Mutual Life since 1932, 
and president of the Crouse-Hinds 
Company since 1897, died in the Syra- 





cuse Memorial Hospital. Mr. Crouse, 
a pioneer in the manufacture of elec- 
trical equipment and a leader in the 
electrical industry, built up with his as- 
sociates one of the largest and most 
important concerns in the country. 


OMPANIES | 


Dr. Montgomery Appointed 
Medical Officer by 
Manufacturers Life 


Dr. Richard C. Montgomery has been 
appointed medical officer of Manufac- 
turers Life, succeeding the late Dr. H. 
C. Cruikshank, 

A graduate of University of Toronto, 
Dr. Montgomery spent several years in 
post-graduate work, both in the hospital 

















DR. R. C. MONTGOMERY 


and in the university’s department of 
science before entering private practice 
in Toronto. He joined the medical staff 
of Manufacturers Life in December, 
1927, and in 1928 was acting medical 
officer during the absence through illness 
of Dr. Cruikshank. In 1929 he was ap- 
pointed assistant medical officer. 


Distinguished War Service 


For some years Dr. Montgomery was 
a captain in the non-permanent active 
militia. At the outbreak of the war in 
1939 he joined the Royal Canadian army 
medical corps and went overseas with 
the No. 15 General hospital in January, 
1940, as a major. He was gazetted 
lieutenant-colonel in 1942 and appointed 
commanding officer of No. 1 neurologi- 
cal hospital in England, which command 
he held until his return to Canada in 
April of this year to resume his duties 
with Manufacturers Life. 





A. P. McMurtrie Retires 


D. Theodore Kelly has been elected 
by Manhattan Life as a director to suc- 
ceed Alfred P. McMurtrie, who is re- 
signing because of ill health. Mr. Kelly, 
vice-president of the company and an 
attorney, is also a director of Lumber 
Mutual Casualty. 

Mr. McMurtrie has been with the 
company more than 53 years, and in 
that time advanced through various 
posts to vice-president and secretary, to 
which he was elected in 1937. 


Franklin Life Expands 


Announcement is made by the Frank- 
lin Life of its entry in Washington and 
Oregon. Necessary arrangements have 
been completed and agency development 
is under way. The inclusion of these 
two states into its operating territory 
gives it representation along the entire 
Pacific coast, since California has had 
Franklin representation since 1931. The 
addition of Washington and Oregon 





brings its agency operations into 22 
states. 


Lowell Brown to Home Office 


Lowell F. Brown, district group su- 
pervisor of Travelers in the Chicago 
branch, is being transferred July 1 to 
the home office as assistant superin- 
tendent of group sales. He has been 
stationed in Chicago for four years and 
previously was assistant manager of 
the Toledo branch and then connected 
with the group department there. He 
has been with Travelers for 16 years. 





Wisconsin National Increases 


New life business of Wisconsin Na- 
tional Life increased 65.3% in May 
over May, 1942. New accident and 
health business was up 36.2% for the 
same month. For the year to June 1, 
new ordinary life business has _ in- 
creased 17.7% and new commercial ac- 
cident and health business 6.3%. 


SALES MEETS 


Old Line Life Leaders Meet 

Key men of Old Line Life of America 
were called in for a one-day sales con- 
ference at the home office. Paul A. 
Parker, agency director, was in charge. 
The meeting discussed problems of the 
agent in properly serving the insuring 











public under the limitations imposed by 
the wartime emergency. 

The Star Leaders Club installed these 
officers: H. R. Buckman, Milwaukee, 
president; J. Ray Roets, Milwaukee, first 
vice-president, and V. W. Wills, La 
Crosse, Wis., second vice-president. 


K. C. Life Oklahoma Clinic 

Several home office officials of Kansas 
City Life will attend the sales clinic and 
summer camp of the Oklahoma agency 
on the Illinois river June 22. Among 
the home office guests, who will assist 
L. C. Mersfelder, state manager in con- 
ducting the sales clinic, will be Dr. E. L. 
Mathias, medical director; W. T. White- 
head, sales director; Charles Arnold, as- 
sistant agency director; Frank Boyce, 
assistant secretary; and Dix Teachenor, 
million dollar producer. Capt. Allen 
Ogilvie, state manager in Detroit, also 
will be in attendance. 








Qualified agents of the San Fran- 
cisco and Oakland, Cal., agencies of 
Equitable Society will attend an educa- 
tional conference at Lake Tahoe, Sept. 
1-3. Arrangements are being made by 
Rudolph F. E. Wiedemann, San Fran- 
cisco manager, and Arthur D. Hemp- 
hill, Oakland manager. 





B. B. Knight, general agent of Ohio 
State Life at Boxboro, N. C., has com- 
pleted 400 weeks of consecutive weekly 
production. 


















‘ 





K flected Testimony 


Columbus Mutual's outstanding record for 
high renewal percentage, better than aver- 
age dividend payment, low declination 
rate, exceptional rate of interest earned, 


rate of surplus increase, and consistent in- 
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sive management are even further reflected 
by the Company's stately new home. 
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NEWS OF LIFE ASSOCIATIONS 





M. H. Warren Takes 
Office in Boston 


McKinley H. Warren, manager Phoe- 
nix Mutual Life, was elected president 
of the Boston Life Underwriters Asso- 
ciation at the annual luncheon meeting. 
Montague P. Ford is first vice-president; 
Nelson D. Phelps, second vice-president, 
and William H. Daley, Jr., secretary. 

Winslow S. Cobb, Jr., Connecticut 
Mutual, retiring president, presided and 
presented Floyd E. DeGroat, former 
head of the Mutual Benefit Life agency 
in Boston, a testimonial in the form of 
a scroll, in recognition of the valuable 
services rendered the association dur- 
ing his 30 years membership. Mr. De 
Groat retired from business last January. 

The association also endorsed the 
principle of Senator Bridges’ life insur- 
ance bill, which would permit individuals 
to deduct from gross income for income- 
tax purposes, certain amounts paid as 
life insurance premiums. 

Bill Cunningham, newspaper column- 
ist, was the guest speaker following the 
luncheon, which was attended by more 
than 400, 

H. N. Chandler, second vice-president 
of Connecticut Mutual, attended in ap- 
preciation of Mr. Cobb. W. A. Sullivan, 
insurance commissioner of Washington, 
who had been in Boston for the commis- 
sioners annual gathering, was a special 
guest. 


Lloyd Feder Elected 
Cleveland President 


Lloyd H. Feder, Ohio manager of 
Reliance Life, was named president of 
the Cleveland Life Underwriters Asso- 
ciation at its annual meeting. John N. 
Lenhart, New England Mutual, and 
Frank T. Ferris, are vice-presidents, 
and Henry E. Haiman, Northwestern 
Mutual, treasurer. 

New directors are Paul B. Caster, 
Equitable of Iowa; R. A. Wesselman, 
New York Life; Griswold Wilson, Na- 
tional Life of Vermont; W. Allen 
Beam, State Mutual, and James P. 
Syme, Metropolitan. 


Membership Is Maintained 


Mr. Feder, who had _ temporarily 
served as president since the recent 
resignation of William Schmidt, re- 
ported that a year ago membership 
stood at 602. Today, despite the loss 
of 44 men in service, the membership is 
back up to 588. Attendance at meet- 
ings increased 50% during the year. 

John Wallace, deputy commissioner 
of war bond drive, presented recogni- 
tion awards for notable service in the 
war bond drive to Paul Roach, Ameri- 
can United Life; Harry Nebel, Lin- 
coln National and Sally Campbell, sec- 
retary of the Cleveland association. 

Judd C. Benson, manager of the 
home office agency of Union Central 
Life, trustee of the National associa- 
tion, discussed life insurance selling un- 
der present conditions, outlining the 
results of. a program put into effect in 
his agency last July. 


Slate Cowles in Los Angeles 


LOS ANGELES—The nominating 
committee of the Life Underwriters As- 
sociation of Los Angeles has selected 
the following slate of officers to be voted 
on at the annual meeting June 24: Presi- 
dent, James H. Cowles, general agent 
Provident Mutual Life; vice-presidents, 
George P. Quigley, New England Mu- 
tual Life, and O’Brien Sawyer, Aetna 
Life; secretary-treasurer, Martin I, 
Scott, Equitable Society; directors, A. C. 
Duckett, Northwestern Mutual Life; 
Marvin Sherman, Equitable Society; 
John Krehbiel, Aetna Lifes Edward 
Choate, New England Mutual Life, and 
Wooster Gist, Pacific Mutual Life. 


Harry Emmert Is 
New Okla. President 


OKLAHOMA CITY.—Following the 
annual meeting here of the Oklahoma 
Association of Life Underwriters, the di- 
rectors elected these officers: President, 
Harry Emmert, Tulsa, general agent 
Northwestern Mutual; vice-presidents, 
Joe Venters, Enid, Prudential; Hub 
Adams, Muskogee, Mutual Life, and 
J. H. Crosby, of the New York Life, 
Lawton; secretary, William P. Stagg, 
Oklahoma City, New York Life. J. 
Hawley Wilson, Massachusetts Mutual 
retiring president, automatically becomes 
chairman of the board. It was decided 
to hold the annual sales congress in 
Tulsa early in 1944. The state meeting 
was attended by delegates from Tulsa, 
Enid, Ponca City, Lawton, Muskogee 
and Stillwater. 

The annual meeting was held jointly 
with the Oklahoma City association, 
with John Costello, Southwestern Life, 
Dallas, president of the Texas associa- 
tion, as speaker on “What’s Doing?” 

New officers of the Oklahoma City 
association were installed, with Theo. M. 
Green, Massachusetts Mutual, as presi- 
dent; George N. Feild, Travelers, and 
Kenneth L. Aldrich, Guardian Life, vice- 
presidents, and Tom B. Reed, Great 
Southern, secretary-treasurer. New di- 
rectors are Ferrel M. Bean, John Han- 
cock; Minor Smith, Phoenix Mutual; 
George Bond, Northwestern Mutual; 
F. E. Pence, Aetna Life; C. Ed. Van- 
Cleef, National Life of Vermont, and 
Lee White, Mutual Life. Al B. Irwin 
was named national committeeman. 


Torsney Is Northern N. J. 
President; Linton Speaks 


NEWARK — At the annual meeting 
here of the Life Underwriters Associa- 
tion of Northern New Jersey, these of- 
ficers were elected: President, Philip J. 
Torsney, Bloomfield, Metropolitan Life; 
vice-presidents, J. Stanley Dey, New- 
ark, Manufacturers Life, and Lester 
Horton, Home Life; treasurer, Fred 
Merselis, Sun Life of Canada; secretary, 
Herbert Marshall, Jr., Berkshire Life; 
trustees, Jerome Lehman, Penn Mutual 
Life, and Robert J. Hollman, Acacia 
Mutual Life, both of Newark. 

Primarily, it is not money but the 
labor of men and women which will pro- 





Orr Trophy to Retiring 
San Francisco President 





SAN FRANCISO—W. H. Brock, Jr., 
Union Central Life, retiring president of 
the San Francisco 
Life Underwriters 
Association, was 
presented the O. O. 
Orr Trophy for 
outstanding leader- 
ship and accom- 
plishments the past 
year at a meeting 
Thursday, when 
new officers, headed 
by Clifford Hender- 
son, Prudential, as 
president, were in- 
stalled. 


° 





Mr. Orr, retired W. H. Brock, Jr. 
manager of the 
Prudential, also donates cash prizes 


which are now presented in the form 
of war bonds. Those who received these 
bonds were Gordon Coryell, Mutual 
Life, for his conduct of the caravan com- 
mittee; Miss Constance Schwanz for the 
outstanding development and progress 
of the women’s committee and R. Edwin 
Wood for his development of the 1943 
sales congress. 





vide real social security, M. Albert 
Linton, president of Provident Mutual 
Life, said in his talk on “The Beveridge 
Report and Social Security in the United 
States.” 

“There is no doubt that complete 
social security for everyone—including 
provision for old age, unemployment, 
disability and medical care—is a desir- 
able goal,” Mr. Linton said. “However, 
the means of achieving it and the extent 
to which governmental compulsion 
should be employed is a matter for the 
most careful consideration.” 

Robert Bellaire, newspaper corre- 
spondent for more than two years in 
Japan, told of the many horrors he had 
seen there before he was able to get out 
of the country. 


Litchard Is President of 
Massachusetts Association 


At the annual meeting of the Massa- 
chusetts Association of Life Underwriters 
held in Worcester, Corydon K. Litchard, 
Massachusetts Mutual Life, Springfield, 
was elected president; John O. Bo- 
gardus, Union Mutual, Boston, and W. 
H. Nolet, Metropolitan, Worcester, 
vice-presidents; Clifford D. Strout, John 
Hancock, Boston, treasurer, and Wil- 
liam C. Coogan, Boston, secretary. 
George Paul Smith, retiring president, 
was elected national executive com- 
mitteeman. 

In his annual report Mr. Smith told 
of the effective work done in the sale 
of war bonds and stamps. 

The association endorsed the _ prin- 
ciple of the Bridges bill in Congress, 
which would permit deduction of cer- 
tain amounts paid as life insurance pre- 
miums from gross income for income- 
tax purposes. 


Nebraska Association Elects 


The Nebraska Association of Life 
Underwriters at its annual meeting 
elected Paul V. Cottingham, Mutual 
Life of New York, Omaha, president, 
and H. M. Rink, State Farm Mutual, 
Norfolk, and Ben B. Gadd, Union Cen- 
tral, Lincoln, vice-presidents. About 300 
attended the annual meeting and sales 
congress. Harold J. Cummings, vice- 
president Minnesota Mutual Life; C. P. 
Peterson, general counsel, Bankers Life 
of Nebraska; John O. Todd, general 
agent Northwestern Mutual Life of Chi- 
cago, and Tom Collins, Kansas City, 
spoke. 


Milwaukee Association Elects 


MILWAUKEE—New officers of the 
Milwaukee Association of Life Under- 
writers, elected by mail ballot, were an- 
nounced and presented at a meeting 
Thursday as follows: President, Edward 
C. Green, Metropolitan; vice-presidents, 
Eugene C. Meng, Travelers; and Ben 
W. Reagles, Franklin Life; secretary, 
Jack Nussbaum, Massachusetts Mutual; 
treasurer, T. W. Tuttle, Northwestern 
Mutual; directors, H. M. Holmes, Lin- 
coln National; Frank DuBose, Old Line 
Life; William Kleinschmidt, Prudential; 
Leonard Wolfe, Acacia Mutual; Ray 
Mertz, Mutual Life; Walter Goldsmith, 
Penn Mutual, and Gene Sanders, Equi- 
table Society. The new officers will take 
over next September. 

A joint luncheon session was held 
with the Milwaukee Accident & Health 
Underwriters. E. H. O’Connor, execu- 
tire director of the Insurance Econo- 
mics Society, spoke on “Free Enterprise 
and the Insurance Industry.” 


New Arkansas Associations 


New local associations have been or- 
ganized at El Dorado, Pine Bluff and 
Texarkana by W. W. Yopp, Jr., Life & 
Casualty, Jonesboro, president of the 
Arkansas Association of Life Under- 
writers, and Julian James, Pacific Mu- 
tual Life, president of the Jonesboro 
association, 

This brings to six the number of local 
organizations of life underwriters in 
Arkansas. Only Little Rock, Fort Smith 
and Jonesboro had chapters when the 


R. E. Shay New Head of 
Minneapolis Association 





MINNEAPOLIS—New officers have 
been elected by the Minneapolis Asso- 
clation of Lite 
Underwriters. They 
are: President, 
Robert E. Shay, 
manager of Bank- 
ers Life of Iowa; 
first vice-president, 
S. P. Miller, Equi- 
table Society; sec- 
ond vice-president, 
A. B.  Duellman, 
manager John Han- 
cock (industrial); 
secretary - treasurer, 
Rollo H. Wells, 
Northwestern Na- 
tional; trustee, J. 
Walker Godwin, 
Northwestern Mu- 
tual Life; state committeeman, Lloyd O. 
Swanson, National Life of Vermont; 
executive committee, E. J. Sherman, 
immediate past president, and O. O. 
Knutson, New York Life. 

Mr. Shay, the new president, has been 
very active in both state and National 
association affairs. 











R. E. Shay 








state association was reorganized re- 


cently . 


Philadelphia — A. R. Jaqua, associate 
editor of the Diamond Life Bulletins, will 
speak at the annual meeting June 25 on 
“Let’s Play for Keeps.” 

Passaic-Bergen County, N. J.—At the 
annual meeting in Hackensack, these offi- 
cers were elected: Paul H. Day, Jr., Mu- 
tual Benefit Life, president; Haskell Lin- 
nell, Prudential, vice-president; Louis 
Pascocetlo, Metropolitan Life, secretary; 
George J. Cohen, Prudential, treasurer. 


Champaign County, Il—New officers 
elected at the annual meeting are: Presi- 
dent, P. E. Kelsey, Prudential; vice-presi- 
dent, R. M. Light, Equitable of Iowa; 
secretary-treasurer N. P. Blanchard, Se- 
curity Mutual; national committeeman, 
Ray Martin, Home Life, all of Cham- 
paign. 

Joliet, I11.—J. R. Marshall, Prudential, 
was elected president at the annual 
meeting, other officers being: vice-presi- 


dent, James Jerbi, Metropolitan, secre- 
tary-treasurer, Sydney Maddis, Pruden- 
tial. 


East St. Louis, Ill.—J. F. Surwald, Pru- 
dential, was elected president at the an- 
nual meeting. Other new officers are: 
First vice-president, A. C. Murphy, John 
Hancock, Belleville; second vice-presi- 
dent, P. H. Poser, Metropolitan, Belle- 
ville; secretary, H. H. Biddle, John Han- 
cock, East St. Louis; treasurer, Herman 
Miller, Metropolitan, East St. Louis; na- 
tional committeeman, E. C. Clark, Metro- 
politan, East St. Louis. 


St. Paul—Donald O. McLeran, general 
agent New England Mutual Life, has 
been elected president. Vice-president 
is A. F. Breher, Northwestern Mutual 
Life; secretary-treasurer, W. H. Nelson, 
Massachusetts Mutual Life; directors, J. 
F. Fink, John Hancock; O. G. Holmer, 
State Mutual, R. B. Wheeler, Bankers 
Life, and N. F. Winter, Minnesota Mu- 
tual Life. 

For its work in selling war bonds the 
association was awarded a certificate by 
the treasury department and an indi- 
vidual certificate was presented to Carl 
Kleifgen, chairman of the bond com- 
mittee. 

Burlington, Vt.—New officers are: 
President, Frank J. Hendee, New York 
Life; vice-president, Edward F. Osgood, 


Monarch Life; secretary, Charles F. 
Lyman; treasurer, Rene A. Dion; na- 
tional committeeman, B. F. Garrity, 


Metropolitan Life. 


Indianapolis—At the last meeting until 
fall, Paul Speicher, R. & R. Service, spoke 
on “The Good Citizenship of the Life In- 
surance Man.” C. Fred Davis, State Mu- 
tual Life, retiring president, reported 
membership now 3812. Fifty members 
are in service and 32 in war work. 


Madison, Wis.— Officers elected are: 
President, Floyd J. Voight, New World 
Life; vice-president, Mervin W. Hess, 
Aetna Life; secretary, Don Williams, 
Metropolitan; treasurer, Henrietta Olson, 
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Continental. Mr. Voight has been in life 
insurance for 12 years, having become 
state manager of New World in Madison 
in 1942. The meeting followed the an- 
nual golf meet. At dinner, Frank Mad- 
den, St. Paul, who is on leave of absence 
from Massachusetts Mutual as assistant 
to the St. Paul mayor, spoke of faults 
of life insurance men. 

Bridge and dancing wound up the 
evening. 


Durham, N. C.—New officers are: A. E. 
Burcham, president; Thurman Johnson, 
vice-president; J. L. Trevathan, secre- 
tary-treasurer. E. J. Daniels is the re- 
tiring president. 

Omaha—New officers elected are: 
President, Claude E. Clinton, Aetna Life; 
vice-president, John Carr, Equitable So- 
ciety; secretary, Lee Gillis, Northwest- 
ern National; treasurer, Chauncey 
Premer, New England Mutual, and di- 
rectors, Arthur Wunner, Ruben Schleiger, 
and Floyd Clark. 

Springfield, Mo.—New officers elected 
at the annual meeting are: President, 
Paul Robb, Prudential; vice-presidents, 
Ancil Stone, General American, and E. W. 
Bullock, National Life & Accident, and 
national committeeman, Jess Moore, Mu- 
tual Life of New York. Directors are 
Edwin Hopfet, National Life & Accident; 
H. F. Coonrod, Northwestern National; 
Steve Schneider, New York Life, and W. 
H. Coleman, Farmers & Bankers. 

Arizona—L. P. Payne, Lincoln National, 
Phoenix, has been elected president; Ar- 
thur Lindborgh, New York Life, vice- 
president; R. J. Zunger, Pacific Mutual, 
secretary, and W. C. Sills, Pacific Mutual, 
treasurer. C. M. McMartin, Ed Gross, 
Frank Schwentker, Pacific Mutual, Her- 
schel Alton and Allen Cameron, Benefi- 
cial Life, all of the Phoenix, and Hub 
Pienicie, Equitable, Tucson, directors. A 
letter of congratulation was sent to Ray- 
mond C. Johnson, newly appointed as- 
sistant vice-president of New York Life. 
He was a former president of the Arizona 
association. 

Veteran agency men were honored at 
the luncheon. Frank Schwentker, Pacific 
Mutual general agent, has been in the 
harness for 40 years; Fred Joyce, mana- 
ger Mutual Life of New York, 33 years; 
Ed Gross, manager Equitable Society, 
about 34 years. It was voted to con- 
tinue meetings during the summer 
months. 

Minnesota—The annual meeting will 
be held June 19 at the summer home of 
President Leon LaBounta at Smithtown 
Bay, Lake Minnetonka, near Minneapolis. 

Transportation will be provided from 
downtown Minneapolis for those who 
want to attend. The business meeting 
is scheduled for 11 a. m., to be followed 
by a fried chicken luncheon and an 
afternoon of sports. 

Pittsburgh—Dean N. R. H. Moor of 
Trinity Cathedral will address the an- 
nual luncheon meeting June 24. 

Salt Lake City—New officers elected 
are: President, J. H. Tomlinson, Pruden- 
tial, succeeding Max Rasmussen, Metro- 
politan; vice-presidents, F. M. Kelly, Mu- 
tual Life, and LaMar Anderson, Benefi- 
cial Life; secretary-treasurer C. D. Rich- 
ards, Metropolitan; directors, C. C. Guil- 
ford, Northwestern Mutual; W. A. Sims, 
New York Life; A. H. Good, United Bene- 
fit Life; W. A. Growder, Bankers Life, 
Iowa; H. M. Wright, Metropolitan; M. H. 
Ridges, New York Life. 

Seattle—Officers will be elected July 2. 
The nominating committee has_ sub- 
mitted this slate: Peter J. Bullock, Equi- 
table Society, president; Milton A. Link, 
Bankers Life, vice - president; Sanford 
Bernbaum, Penn Mutual, secretary; Einar 
Botten, Prudential, treasurer. Paul Cress- 
man, Metropolitan, is retiring president. 

Bridgeport, Conn.—New officers are: 
President, John Hellner, John Hancock 
Mutual Life; vice-president, Malcolm 
MacCallum, Connecticut Mutual; secre- 
tary-treasurer, Ted Philips, Phoenix Mu- 
tual. 

Directors: Paul Kasner, Northwestern 
Mutual; Stanley J. Lonsdale, State Mu- 
tual; Robert E. Flynn, John Hancock; 
George McCullough, Prudential; Hubert 
C. Morfey, Equitable Society; Thomas 
Silva, manager John Hancock; John R. 
Hanson, John Hancock Mutual; John 
Onefrey, Jr., Union Central; James 
Gregory, Metropolitan. 

R. C. Gillmore, Jr., is immediate past 
president, and John Onefrey, Jr., is na- 
tional committeeman. 

Johnstown, Pa.—John E. Blickenstaff, 
Knights Life, is the new president; vice- 
president is Milton E. Krause, Metropoli- 
tan; secretary, Charles Leberknight, John 
Hancock. Directors are: George Orlosky, 
Metropolitan; George Bockel, Eureka- 
Maryland; T. A. Allison, Prudential; J. 








W. Blough, Knights Life; H. D. Gardner, 
Reliance Life. 

A resolution of thanks was given the 
retiring president, Winston Emerick, 
who during his regime raised the mem- 
bership from 51 to 104. 

C. Brainerd Metheny, manager of Fi- 
delity Mutual Life in Pittsburgh, was 
the principal speaker. 


Lansing, Mich.—S. S. Spurrell, Colum- 
bus Mutual Life, has been elected presi- 
dent, succeeding Lester C. Peters, Metro- 
politan Life. Vice-president is F. A. 
McCartney, Equitable Society; secretary, 
H. J. Root, Reliance Life, and treasurer, 
C. F. Doane, Manufacturers’ Life. 


Akron, 0.—New officers, just installed 
are: William C. Preston, president; Rob- 
ert L. Shaver, executive vice-president. 
Jay Ream, Pittsburgh general agent of 
Mutual’ Benefit Life, was principal 
speaker. 





Cedar Rapids, Ia.—Harry Gathman, 
Prudential, was elected president; Ray 
Short, Equitable Society, vice-president; 
Reed Nelson, Mutual Trust, secretary; 
Ira Carrithers, Mutual Benefit, treasurer. 
The new members of the board are Vern 
White, Northwestern Mutual; William 
Bayless, John Hancock; Howard Brown, 
Metropolitan, Ray Wernimont, Equitable 
of Iowa; and Lee Winterberg, Travelers. 
State and national committeeman are C. 
V. Shepherd, National Life of Vermont, 
and Wallace Darling, Bankers Life of 
Iowa. 

A report on the state convention was 
given by Reed Nelson and Robert O. 
Bickel, and C. V. Shepherd, newly elected 
president of the Iowa association, was 
introduced. 


Detroit—Miss Ruth M. Kelley, Connec- 
ticut Mutual, was reelected chairman of 
the women’s division. Miss Florence Lorf, 
Penn Mutual, vice-chairman; Miss Ruth 
Day, Bankers Life, treasurer, and Miss 
Lillian Hogue, New York Life, secretary. 


Knoxville, Tenn.—J. E. Acuff, execu- 
tive vice-president of Life & Casualty, 
addressed the June meeting. 


AGENCY CHANGES 


R. T. Moore Ohio National 
Cleveland General Agent 




















ROBERT T. MOORE 


Robert T. Moore has been appointed 
general agent in charge of the Cleveland 
office of Ohio National Life. He entered 
life insurance in 1934 as an agent of 
Mutual Life in Elyria, O. In 1938 he 
was made agency organizer of its Cleve- 
land agency. 


Wilson Named at McAllen, Tex. 


Reserve Loan Life has promoted 
Jack Wilson to general agent for the 
Rio Grande valley with headquarters at 
McAllen, Tex. He has been in the 
automobile business in McAllen for 
many years and has just completed suc- 
cessfully an initial training period. 


Hofgard Supervising Assistant 


NV. S. Hofgard, who represents the 
Mutual Life of New York at Scottsbluff, 
Nebr., and who is president of the Ne- 
braska Association of Life Underwriters, 
has been appointed supervising assistant 
in the Omaha agency and will have 
charge of organization work in nine 


counties. He joined the company in 


1923. 


Walsh Succeeds Doucette 


W. M. Walsh, former assistant super- 
intendent of the Portland, Me., office of 
Boston Mutual Life, has been made act- 
ing superintendent there. He succeeds 
Gerald M. Doucette, who has entered 
the service. 





Beiseker District Organizer 


Great-West Life has appointed C. J. 
Beiseker district organizer at Fargo, 
N. D. He will operate in the adjoining 
territory assisting H. Anderson, 
North Dakota branch manager. Mr. 
Beiseker has been with the Great-West 
Life for many years. He will continue 
his personal production in addition to 
his added responsibilities. 








Per Man Volume at High 
Point in History 

A number of companies are reporting 
that the average volume per man is the 
highest in history, especially with total 
sales showing increases while the num- 
ber of agents has been reduced by war- 
time demands. Home office agency men 
feel confident that sales will continue 
at a high level and their only worry is 
the lack of manpower with which to get 
the business. Recruiting problems may 
be eased somewhat by the increase in 
average earnings of agents as that fac- 
tor is obviously of the highest import- 
ance in securing new men. 


Jeter Assumes Post with 
Conn. General in W. Va. 











bee 
ANDREW L. JETER 


Andrew L. Jeter, the new Connecti- 
cut General manager at Huntington, 
W. Va., now has assumed his duties 
there. Mr. Jeter joined the company in 
1942 and in his first year qualified for 
the Vice-president’s Club. He formerly 
was general agent in Richmond, Va., for 





in the states mentioned below. 


tive home office. 


111 NORTH BROAD STREET 


INCREASE YOUR INCOME 


We desire representation in a number of cities and towns located 
Insurance salesmen and General 
Insurance Agencies who can produce from fifty to a hundred 
thousand life insurance a year can increase their incomes by repre- 
senting us under Agency Appointments direct with the home office. 
The opportunity to become General Agents is always open to those 
showing initiative. You would have the backing of a very coopera- 





DELAWARE NEW JERSEY 
ILLINOIS NORTH CAROLINA 
INDIANA OHIO 
MICHIGAN PENNSYLVANIA 
Founded in 1906 
Address 


PHILADELPHIA LIFE INSURANCE C@. 


PHILADELPHIA, PA. 








The Columbian National Life Insurance Co. 
Boston, Massachusetts 


THE LOW COST LIFE POLICY 
An Ordinary Life Contract with unusual premium adjustment— 
downward—issued only by the Columbian National. 


20 Year Guaranteed Net Cost—$1,000, age 35—$3.17. 
cial savings feature, high values and liberal privileges make it 
an ideal policy for the policyholder. 
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Mortgage Cancellation — Bank Loan Plans 


Write Agency Department 
For Complete Details 


MISSOURI INSURANCE COMPANY 
“An Old Line Legal Reserve Life Insurance Company With 
$16,000,000 Insurance in Force” 
Home Office | 

St. Louis, Mo. 
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Protective and Paul Re- 
vere Life, but is widely acquainted in 
Huntington where he formerly was in 
business and where he started his career 
as a life insurance agent. 


NEW YORK 


MINER HEADS EQUITABLE GROUP 


Massachusetts 





New officers of the New York Board 


of Managers of Equitable Society are 
L. A. Miner, president; N. D. Maxcy, 
vice-president, and M. Warren Benton, 


organization 
and 
tor 


The 
campaigns 
matters 


secretary-treasurer. 
plans the production 
awards and related agency 
the metropolitan area. 


CO-CHAIRMEN ARE ELECTED 


Richard Alba, H. Stanley Hillyer, 
Inc., and Walter Behan, Atlantic Mu- 
tual, were elected co-chairmen of the 
insurance committee of the Young 
Men’s Board of Trade at its annual 
meeting. 

An open forum discussion on post- 
war planning for the insurance business 
was led by Mr. Alba. There was much 
discussion on the question of govern- 
ment encroachment in the field of pri- 
vate enterprise and on the composition 
of a resolution expressing the commit- 
tee’s views on it which will be submitted 
to the board of trade. 


SUPERVISORS ELECT 


Murray April of the M. J. Hancel 
agency of Continental American Life 
was elected president of the New York 
City Life Supervisors Association at its 
annual meeting. Other officers are 
Arthur Sullivan, Guardian Life of New 
York, vice-president; Charles Schiff, 
Prudential, secretary-treasurer. The 
new executive commitee includes W. C. 
Smerling, Connecticut General, chair- 
man; E. J. Allen, John Hancock, Paul 
Orr, Jr... Mutual Life; Abraham Eisen, 
Travelers; Herman Reinis, Manhattan 
Life; Harry Ard, Connecticut General, 
and Adam Oberheim, Mutual Life. 

Prior to the election the association 
was in the unique position of having 
no officers. Robert Lahm, Fidelity Mu- 
tual, had resigned as president when 
he went into personal production. Carl 


N. Y. 


Smith, Connecticut General, vice-presi 
dent, had to transfer to Maine because 
of the serious illness of his father, and 
H. J. Cronin, Prudential, - secretary, 


was inducted into the navy. 

At the annual meeting, which was 
held in connection with the annual 
outing at Plandome Country Club, S. 
M. Weiland, Aetna Life, acted as 
chairman. 

Approximately 20 men of 
ation are in service. 


CHICAGO 


associ- 


the 





BAKER BROKERAGE MANAGER 
Albert G. Baker has been appointed 


brokerage manager of the Zimmerman 
agency of Connecticut Mutual in Chi- 
cago by H. C. Hunken, general agent. 
Mr. Baker returns to the life business 


after some time in the army, from which 


he has received an honorable discharge 
due to being over age. He has had 15 
years’ brokerage experience, being with 
the Hill agency of Connecticut Mutual 
in Chicago when he was inducted into 
the army, and previously with New 
England: Mutual, Penn Mutual and Mu- 
tual of New York in Chicago. 


ROCK WOOD AGENCY WELL AHEAD 


The Rockwood Company general 
agency of Travelers in Chicago in the 
first five months this year had an over- 


all increase in sales of 15% as com- 


pared to the same period last year. In 
a Travelers nationwide contest among 
general agencies in April for life insur 


aa a 


ance production, the Rockwood agency 


finished first among Chicago agencies 
and third nationally. W. C. Butler, 
president of the agency, believes this 


will be an outstanding production year 
on the basis of results to date. A promi- 
nent broker who recently became af- 
filiated with the agency in May pro- 
duced 106 pieces of business with an 
average premium of almost $40 per ap- 
plication. 


GOLDMAN AGENCY OUTING 


The A. Van Goldman agency of Pru- 
dential in Chicago will hold its annual 
outing at the Crystal Lake Country Club 
on June 23. E. J. Hennessy is in charge 
of arrangements. 


POLICIES 


Bankers National Life 
Issues Two New Plans 


A life expectation plan and a term to 
63 are new policies added by Bankers 
National Life. Life expectation is a 
whole life with amount of insurance re- 
duced to 40% of initial amounts at “life 
expectancy age.” Premium is reduced 
to 60% of initial premium at the life ex- 
pectancy age. The policy will not be 
written for less than $2,500. 

The term to age 65 provides the usual 
non-forfeiture values after three years’ 
premiums have been paid. This is a 
level premium contract with term in- 
surance to age 65, at which time the pol- 
icy expires. However, the contract may 
be converted as of original date prior 
to attained age 56. Minimum amount is- 
sued is $5,000. 

Maximum age limits on the retire- 
ment income age 65 has been extended 
to age 55. Previously, this policy was 
not written beyond age 50. 














Premiums on the new policies are 

shown below: 

Life Prior Term Retire. 

Exp. toL. E. There- to Inc. at 
Age Age Age after Age65 Age65 
15 65 $13.38 $ 8.03 $10.75 $22.10 
20 66 14.77 8.86 11.76 25.47 
21 66 15.04 9.02 11.98 26.23 
22 66 15.33 9.20 12.20 27.05 
23 66 15.63 9.38 12.44 27.91 
2 67 16.14 9.68 12.69 28.81 
25 67 16.48 9.89 12.95 29.76 
26 67 16.83 10.10 13.23 30.73 
27 67 17.21 10.33 13.51 Sl.ta 
28 67 17.61 10.57 13.83 32.87 
29 68 18.26 10.96 14.15 34.06 
30 68 18.72 11.23 14.50 35.31 
31 68 19.20 11.52 14.86 36.65 
32 68 19.71 11.83 15.26 38.09 
33 68 20.24 12.14 15.69 39.62 
34 68 20.81 12.49 16.13 41.25 
35 69 - 2 13.03 16.60 43.02 
36 69 22.37 13.42 17.10 44.91 
37 69 23.05 13.83 17.63 46.95 
38 69 23.77 14.26 18.19 49.13 
39 69 24.52 14.71 18.78 51.5 
40 69 25.33 15.20 19.39 54, 
41 69 26.18 15.71 20.05 56.8 
42 70 27.49 16.49 20.74 59.§ 
43 70 28.44 17.06 21.48 63. 
4+ 70 29.45 17.67 22.24 66. 
45 70 30.51 18.31 23.04 70.76 
46 70 31.63 18.98 23.91 75.23 
47 71 33.34 20.00 24.84 80.19 
48 71 34.60 20.76 25.81 85.74 
40) 71 35.92 21.55 26.83 91.96 
50 71 37.32 22.39 27.00 99.00 
rl 72 39.45 23.67 29.03 107.05 
52 72 41.03 24.62 30.21 116.3 
53 72 42.71 25.63 31.45 127.05 
54 72 44.46 26.68 32.75 139.73 
55 73 47.12 28.27 34.1 154.94 
56 73 19.11 29.47 sees oe 
57 73 51.20 30.72 
58 74 54.36 32.62 
59 74 56.71 34.03 
60 74 59.17 35.50 


MANAGERS — 


Seattle Managers Elect 
R. R. Matthews as President 


Robert R. Matthews, city supervisor 
of the Northern Life, was elected presi- 
dent of the Seattle Life Managers As- 
sociation at the annual meeting. He 
succeeds Clifford L. Morse, Phoenix 
Mutual. Eric Wilson, Northwestern Na- 
tional, is vice-president, and Hans O. 
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Clasen, Are Hancock Mutual, secre- 
tary-treasurer. 

Trustees, in addition to the officers, 
are: Lawrence Bates, Mutual Benefit 
Life; Fred C. Becker, Great-West Life; 
W. H. Cannon, Metropolitan; S. Berne 
Carlton, West Coast Life; F. B. Kinder, 
Kansas City Life; Milton A. Link, 
Bankers Life, and Donovan F. Moore, 
Union Central. 


Clyne New Albany Head 


At the annual meeting of the Albany 
(N. Y.) General Agents & Managers 
Association, John H. Clyne, Phoenix 
Mutual, was elected president; F. J. 
Colbert, Union Mutual, vice-president; 
John C. Martin, John Hancock, secre- 


tary-treasurer; E. D. Carlough, Jr., 
Mutual Benefit, H. W. Albright, Penn 
Mutual, M. J. Foley, Prudential, and 
R. L. Cummings, New England Mu- 
tual, directors. 

Seward V. Coffin, veteran of 37 vears 
experience in life insurance, was the 
speaker. 


Oklahoma Managers Elect 

C. Edgar VanCleef, National Life of 
Vermont, has been elected president of 
the Oklahoma General Agents & Man- 
agers Club, with Thomas R. Wilson, 
Great Southern, vice-president, and Mar- 
maduke Corbyn, Jr., Occidental Life, 
secretary-treasurer. The club is planning 
a picnic and golf tournament for 
June 25. 


Bechtel Heads Utah Managers 


C. E. Bechtel, Mutual Life, was 
elected president of the Utah Life Man- 
agers Association at the annual meet- 
ing in Salt Lake City, succeeding N. O. 
Thompson, Occidental — He has 
been secretary-treasurer. J. Syphus, 
Beneficial Life, is eat and 
R. H. Peterson, Pacific National Life, 
Was secretary-treasurer. 

Following the luncheon meeting, there 
was a golf tournament, and a banquet 
in the evening. 

The San Francisco General Agents & 
Managers Association will hold its an- 
nual outing June 18. 


The Pittsburgh Supervisors Club will 
hold its annual outing June 25 at Fox 
Chapel, Pa. The committee in charge 
consists of Ted Aiken, chairman; Fred 
Garibaldi,, and Bert Mansmann. 

The Detroit Life Agency Cashiers 
Association was host to the general 
agents and managers at a dinner meet- 


IN U.S. WAR. “SERVICE 


Laflin C. Jones, assistant director of 
agencies of Northwestern Mutual Life, 
has been commissioned lieutenant (j.g.) 
in the naval reserve and will report at 
@uonset Point, R. I. During his ab- 
sence, his major duties have been as- 
signed to other members of the depart- 
ment by Grant L. Hill, director of 
agencies. 

Lieut. Col. John F. Johns, since 1936 
superintendent of agencies in the east- 
ern division for Reliance Life, has Pan 
assigned to officer procurement for 
Ohio, Indiana, Kentucky and West 
Virginia, with headquarters in Colum- 
bus, O. He has been at Pittsburgh 
with the third service command, officer 
procurement. He was promoted to his 
present rank last month. 

Vernon D. Rooks, assistant director 
of the Kentucky insurance department, 
who recently was commissioned a first 
lieutenant in the marine corps, has re- 
ceived orders to report for duty July 1 
at Camp LeJeune, N. C. . 


Arthur F. Priebe, Rockford, Ill., now 
ranks fifth in personal production among 
all Penn Mutual Life agents. In 1942 
he was ninth for the year. Mr. Priebe, 
who is with the Schnell general agency 
of Peoria, has more than 366 consecu- 
tive weeks production to his credit. He 
is a member of Penn Mutual’s Half- 
Million Dollar Club. 











ACTUARIES 


CALIFORNIA 


Barrett N. Coates ‘ee E. Herfurth 

| COATES & HERFURTH 
CONSULTING ACTUARIES 

437 S. Hill Street 

sisal 

















| 582 Market Street 
| SAN FRANCISCO 


ILLINOIS 


DONALD F. CAMPBELL 
and 
‘DONALD F. CAMPBELL, JR. 


Actuaries and Public 
35 Years of Service 


| 160 North La Salle Street, Chicago, Illinois | 
Tel. _State 1336 











Consulting Accountants 








“WALTER C. GREEN 
Consulting Actuary 
211 Wacker Drive 
Chicago 
Franklin 2633 








HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St 
Associates 
- Wolfman, A. A. I. A. 
N. A. Moscovite! ae. ap - 
W. Hi. Gillette, €.. P. A. 
L. L. J. L Lally 


INDIANA 


, Chicago 


Franklin 4020 











Haight, Davis & . Haight, I Inc. 

Consulting 

FRANK J. HAIGHT, President 
Indianapolis—Omaha 


Actuaries 








HARRY C. MARVIN 
Consulting Actuary 


221 E. Ohio Street 
INDIANAPOLIS, INDIANA 








- MISSOURI 





CARROLL E. NELSON 


Consulting 


915 Olive Street, Saint Louis 
Central 3126 


Actuary 





NEW YORK 
Established . 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 





8 West 40th Street New York 








Consulting Actuaries 
Auditors and Accountants 
Wolfe, Corcoran and Linder 


116 John Street, New York, N. Y. 





PENNSYLVANIA 


FRANK M. SPEAKMAN 





CONSULTING ACTUARY 
Associate 
E. P. Higgins 
THE BOURSE PHILADELPHIA 








——— 








943 


} Le 





June 18, 1943 


LIFE INSURANCE EDITION 


19 








LEGAL RESERVE FRATERNALS 


ACCIDENT 





Protected Home 
Circle Program 


The program for the biennial meeting 
of the Protected Home Circle in the 
William Penn hotel, Pittsburgh, June 
21-23, was announced this week by 
President S. H. Hadley. The 24 biennial 
sessions were preceded in the early days 
by nine annual sessions, making this the 

33rd regular session, thus covering a 
period of 57 years, 

According to present information on 
transportation for convention purposes, 
it is the opinion of the society’s officers 
at the head office in Sharon, Pa., that 
the supreme circle sessions, being neces- 
sary according to the constitution and 
by-laws, should be held as a legal neces- 
sity. Inasmuch as one-half the elected 
representatives to the convention come 
from Pennsylvania and _ one-fourth 
from Ohio, and the convention is being 
held in Pittsburgh, the transportation 
problem is greatly simplified although 
there are a smaller number of represen- 
tatives from eight other states. 


Many Members Qualify 


About 225 members have qualified for 
a free trip to the Pittsburgh meeting 
and if any transportation difficulties occur 
so that traveling is not advisable quali- 
fied members will be paid the amount 
which would have been spent for the 
cost of the trip and hotel expenses in 
war bonds and stamps. 

The first session will be Monday after- 
noon with a meeting of directors. That 
night there will be a reception for su- 
preme officers followed by a ye 
pageant directed by Mrs. Cora F. Phil- 
lips, junior director, and a dance. 

Tuesday there will be a breakfast for 
state deputies. The first general session 
will be held that morning, open to the 
public, with addresses of welcome, re- 
sponses and President Hadley’s biennial 
report. The supreme circle will convene 
in closed session in the afternoon. Later 
a junior ritualistic exemplification and 
entertainment will be held. 

State deputies and field representatives 
will be introduced and awards given for 
best increase in membership in the vari- 
ous districts for the preceding six 
months. This will be followed by the 
senior ritual and initiation of candidates. 

Wednesday morning, counselors and 
assistant counselors of junior circles will 
meet for breakfast with Mrs. Cora F. 
Phillips, followed by closed sessions of 
the supreme circle in the morning and 
afternoon. A banquet, inner circle cere- 
monial and dance Wednesday evening 
will close the gathering. 





Unity Life Dinner 

Thomas J. Cullen, acting New York 
superintendent of insurance, and George 
H. Jamison, Charles C. Dunbar and J. D. 
Whelehan from the department were 
among the speakers at the meeting of 
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the President Deming’s Club of Unity 
Life & Accident, held in New York City. 
Eighty-four agents of the company were 
members of the club this year. Presi- 
dent E. R. Deming, Secretary L. J. Bay- 
ley and S. N. Randall, superintendent of 
agencies, were speakers for the com- 
pany. 


Three Awarded Degrees 


Harold C. Hoel, Lutheran Brother- 
hood, Minneapolis, and Mrs. Faye K. 
Littman, supreme forest Woodmen Cir- 
cle, have been awarded the degree of 
fraternal insurance counsellor by the 
Fraternal Field Managers Association. 

_ Walter M. Emig of Aid Association 
for Lutherans also has been awarded the 
degree. 


N. J. Grand Council to Meet 


Royal Arcanum will hold its annual 
New Jersey grand council convention in 
Newark June 21. Dr. C. F. Drake, As- 
bury Park, N. J., grand regent, will pre- 
side. Officers will be elected and in- 
stalled in the afternoon. A dinner will 
be held in the evening with initiation 
and entertainment. Herbert W. John- 
son, Omaha, will be installing officer. It 
is anticipated about 500 delegates will 
attend, 





Foster F. Farrell, manager of the Na- 
tional Fraternal Congress, was ill for a 
week or more with virus pneumonia at 
St. Francis hospital in Evanston, IIl., 
but recovered sufficiently to retrun to 
his home for a short period of conval- 
escence. 


United States Letter Carriers Mutual 
Benefit of Nashville, Tenn., has been 


elected a member in the National Fra- 
ternal Congress. 


Occidental Ties 
A. & H. and Life 
in More Closely 


Occidental Life of California has an- 
nounced a completely new line of ac- 
cident and sickness policies intended to 
tie the life and accident and sickness 
departments more closely together. The 
new line was designed so that its 
similarity to life insurance would in- 
terest life salesmen and at the same 
time competitive features were added 
which would attract the accident and 
sickness specialist. The new line is 
standardized so that the terminology 
and construction will be familiar to the 
life salesman. 

Occidental has compressed and re- 
shaped some 25 policies into a uniform 
sales line of 12 policies in three series. 
Series A contains commercial policies, 
Series B features two intermediate 
policies and Series C contains policies 
designed especially by the company. 
The intention is to standardize all poli- 
cies wherever possible and to liberalize 
as much as possible for the benefit of 
the policyholder and agent. 


Many Policy Liberalizations 


The liberalizations are uniform in all 


policies. The main ones are that all 
sickness coverage has the two-year 
presumption clause, whereby after a 


policy has been in force two years, all 
sicknesses are presumed to have had 
inception during the life of the policy. 
This is an incontestable clause some- 
what similar to that of life insurance. 
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All policies have 31-day grace period, 
the same as life insurance. There is 
no pro-rate. All policies contain the 
short, non-prorating standard provision 
No. 1, which means that a claim will 
not be pro-rated if the policyholder is 
injured in an occupation more hazard- 
ous than that classified in the policy. 
The company has eliminated Standard 
Provision 16, which gave the right to 
cancel during the term for which 
premium had been paid. It retains the 
right to refuse renewal premiums. 
Diseases of organs not common to 
both sexes are covered. Only preg- 
nancy is excepted. All policies are 
available to women. All policies pay 
one-half total disability benefits for 
partial disability. Premims will not in- 
crease on renewal because of age; no 
reduction in benefits because of age. 
All income policies may be put on a 
non-occupational basis merely by at- 
taching a rider and reducing the pre- 
mium to AA rates. Sickness benefits 
are renewable through age 65. MHospi- 
talization coverage provisions now read 
“hospital or nurse.” Partial disability 
and double indemnity may be elimi- 
nated by rider, reducing premium. 


Classification Manual Revised 


The classification manual has been 
revised to conform with modern needs. 
The greatest effort was made to make 
accident and sickness coverage avail- 
able to the man who works with his 
hands. Commercial policies are sold 
from AA through E classification; in- 
termediate policies through F; Occi- 
dental specials include policies which 
can be sold through classification I. 
Medical reimbursement is offered to 
farmers in conjunction with commer- 
cial policies as well as other forms. 
Benefits for loss of limb or sight are 
predicated on amount of total dis- 
ability benefits rather than a fixed 
amount. 

The ratebook was designed to facili- 
tate tailoring a custom accident and 
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sickness policy to tfi the prospect’s need. 


Instead of a series of complete, un- 
changeable policies, it offers a wide 
choice of basic time  indemnities 


(weekly, monthly, with varying elimi- 
nation and disability payment periods). 
To these can be added, by riders, the 
superstructure of extra benefits. Com- 
plete details on all riders are printed on 
pages adjacent to every outlined time 
indemnity. Any rider can be added to 
any of the basic time indemnities. Re- 
strictions are held to an absolute mini- 
mum. Pages of the manual describing 
each series of policies are printed on a 
different colored paper. A separate sec- 
tion explains in detail all the riders. 
This is printed in yet another color. A 
standard, one-page application is used 
for all policies. The number of ques- 
tions has been cut almost in half. 

Life income is available for both ac- 
cident and_ sickness disability, full 
benefits for non-confining sickness up 
to 52 weeks, accidental death benefits 
ug to $100,000, accident income for 
male risks through age 74. Special sal- 
ary savings coverage is available for 
groups of five or more, and a compre- 
hensive accident and sickness expense 
policy for employed or unemployed 
men Or women, or students. 





N. Y. Lists Members in Service 
NEW YORK—An attractive new 

directory of active members and mem- 

bers in the armed forces has been issued 


by the New York City Accident & 
Health Club. It lists members botn 
alphabetically and by companies, giving 
street address and telephone number. 


Addresses are given for 29 members in 
the armed forces. A red, white and 
blue band across the cover forms a “V” 
when both front and back covers are 
opened. The directory was prepared by 
a committee of which J. L. Ullman, 
assistant secretary W. L. Perrin & Son, 
is chairman. 








Large Number Take June 
C. L. U. Examinations 


About 820 agents took part in the 
C. L. U. examinations which were held 
June 9-11 at 92 colleges and universities. 
The examinations were conducted re- 
gionally, centers having been established 
at accessible points located in 41 states, 
the District of Columbia and Hawaii, it 
was announced by David McCahan, dean 
of the American College. 


The Los Angeles C. L. U. chapter will 
hold its annual meeting June 18. 


National, Vt.—That the trend in life 
insurance sales, which showed a slacken- 
ing at the start of the war, is now defi- 
nitely on the up-and-up is indicated by 
the fact that the company for the third 
consecutive month reports a substantial 
gain in sales over the same period of last 
year. In May sales were 34.65% greater 
than in May, 1942. Insurance in force 
continues to show an increase, the total 
now being $623,973,659. 

State Mutual Life—Had 65.97% paid 
business gain in May over same month 
a year ago, increasing plus sign to 
10.36% for five months after ending 





January with a 50% loss from January, 
May represented fourth consecu- 


1942. 
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tive paid-for increase. Comparison of 
normal submitted business for May and 
for five months, shows 40.13% increase 
for five months and 33.51% for May. 

Leading agency for five months on 
paid basis was Memphis, with the Wor- 
cester Ayres office, which led in May, 
second for five months. R. E. Stringer, 
Detroit, was leading agent in 1942 and 
is year-to-date leader this year. W. C. 
Leck, Chicago Nothhelfer office, was 
first for volume in May. 

Bankers Life, Neb—The May anni- 
versary drive resulted in a production 
of $3,324,972, examined and paid for, 
exceeding that of any previous month 
in its 55 years and more than double 
the production in May, 1942. 

A contest was staged, with Nebraska 
pitted against all other agencies. Until 
the closing hours of the contest Ne- 
braska had a comfortable lead, but final 
figures were: Nebraska, $1,575,000, out- 
state, $1,630,000, to which was added 
$119,000 through brokers and _ other 
sources. 

The V. A. Marshall agency, Fair- 
bury, Neb., for the 10th consecutive 
time won high honors with a produc- 
tion of $647,000, the Howard English 
agency of Chicago being second with 
$370,920. President Wilson and other 
members of the executive staff attended 
a dinner given immediately after the 
announcment by Mr. Marshall to mem- 
bers of his agency and their wives. 
Other company members attended a 
similar dinner given by Mr. English in 
Chicago. 

Columbus Mutual—New business has 
shown a sharp upturn in recent months 
Production in the first two weeks of 
June was up 38%, compared to the simi- 
lar period a year ago. The May total 


showed an increase of 30%, that for 
April 12%. 

Earl V. Reed, Equitable of Iowa, 
Wichita, Kan.—Placed ninth in produc- 


tion in May, the third month in which it 
has so ranked since Jan. 1. G. K. Wal- 
lace was second in paid business for the 
company in May, and Harold Stanley, 
former general agent, led the agency. 


Sir William Beveridge 
Expounds His Program 


(CONTINUED FROM PAGE 2) 


sort of an agreement on stabilization 
of these prices would be necessary. He 
said that the Hot Springs food confer- 
ence will be a good foundation for mu- 
tual understanding between countries on 
this very subject. 


More Use 


There must be an addition, he said, 
to the mechanical equipment of a coun- 
try to produce more. There will be more 
need of much building of houses, auto- 
mobiles and the production of food. 
Private enterprise, he said, should be 
able to borrow money to enlarge its 
activities. Great Britain, he added, will 
go further than the United States be- 
cause it is not so afraid of government 
if it can be controlled. 


Trade Cycles Not Narrow 


Trade cycles, he said, are not narrow 
but extend themselves throughout the 
world. He abhorred interference with 
trade activities. Distribution, he said, 
should be as free from as many restric- 
tions as possible. He advocated the col- 
laboration of plans among nations and 
urged the good neighbor policy. He 
made five suggestions. 

1. That Great Britain after the wat 
should try to avoid mass unemployment 
by a new approach to trade cycle prob- 
lems with the government taking over 
direction of certain industries requiring 
them to increase expenditures and ac- 
tivities when others are reducing opera- 
tions. 

2. That nations should act together to 
stabilize agricultural prices to avert 
catastrophic fluctuations. 

3. That Great Britain is determined 
to preserve private enterprise but prob- 


ably will give the government a wider 
role than the United States because they 
feel they control it. 

4. That nations should cooperate in 
making tariff and other trade adjust- 
ments so all can plan without being 
afraid that some countries will upset in- 
ternational economic relationships by 
adopting measures purely for their own 
selfish benefit. 
5. That a lasting peace can be as- 
sured only by cooperative action of a 
number of nations to disarm gangster 
nations and enforce the Kellogg pact. 


Ellis & Blohm on Top 

The Ellis & Blohm agency of Provi- 
dent Mutual Life in Cincinnati led all 
agencies in paid-for business for May 
and has attained 119% of its pro rata 
quota for the year to date. C. Vivian 
Anderson was the company’s man of 
the month. Thomas McNeil was the 
leader in paid-for lives. It was the sec- 
ond anniversary of the Ellis & Blohm 
agency and 17 of 19 representatives par- 
ticipated in the paid-for business for 
May. 


The Connecticut department staff pre- 
sented a gold wrist watch and a defense 








Selection Men Line Up 
Speakers for Convention 


The Institute of Home Office Un- 
derwriters, which will hold its annua! 
convention in Chicago, Oct. 15-16, al- 
ready has prepared a part of its pro- 
gram. Formal papers will be given by 
Dr. Herman N. Bundesen, Chicago 
health officer; Dr. A. J. Robinson, 
vice-president and medical director 
Connecticut General Life, and R. C. 
McCankie, underwriting vice-presi- 
dent and actuarv Equitable of Iowa. 

The round table session will have 
among other topics non-medical insur- 
ance, inspection reports, war and travel 
hazards and post-war problems. Cases 
now are being submitted for the sec- 
tion on case clinics, which is an an- 
nual feature. T. J. McKenna, vice- 
president Reliance .Life of Pittsburgh, 
and Robert B. Caplinger, chief under- 
writer Reserve Loan Lite of Dallas, 
are accumulating the cases from mem- 
bers. 





bond to J. C. Blackall, who retires as 
insurance commissioner July 1. Chief 
Actuary R. O. Hooker made the pre- 
sentation. 
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TRUSTEESHIP 


We believe the life insurance business has reached its 
present proud position because it has filled a need, be- 
cause it has kept its promises to the insuring public and 
because it has proved itself a worthy trustee of the funds 
given into its care. 


To remain a great institution, we hold that the executives 
of a life company must realize the existence of another 
trusteeship, equally important—the lives and well-being of 
their associates in the Field and in Home Office. 


We believe further that under responsible management, 
such a trusteeship can be fully and faithfully discharged. 


The Canada Life 
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CLAIMS 


This has been our rule on 
claims during the entire 
forty-three years of our 


existence: 


“Pay all just claims 
promptly and pleasantly. 
Reject all unjust claims 
pleasantly but firmly. If 
doubt exists that cannot be 
removed, give the policy- 


holder the benefit of it.” 
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ANNOUNCEMENT 


The National Life Insurance Company announces that, for the 
first time in its 93-year history, it has made arrangements 
whereby National Life Insurance coverage is extended to a 
wide range of sub-standard cases up to a 500 per cent rating. 
The Company’s risk is insured by reinsurance with two com- 
panies of long experience and high reputation in handling 
sub-standard business; but in all cases the coverage will be 


under National Life contracts. 
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INVITATION 


The National Life Insurance Company invites the attention of 


brokers and writers of surplus business to this extension of 
our facilities for life underwriting. The Company enjoys a 
prestige due to nearly a century of operations in most of the 
states of the Union, to its net low cost record, and to its stable 
management, and also to its maintenance of a consistent na- 
tional advertising policy. : 


Correspondence is invited or a telephone call will put you in 


touch with a National Life agency in your city. 
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